








ROM the very heart of Hart- 

ford’s most historic ground rises 
The Travelers Tower. Its shadow 
passes over the sites of the homes 
and the first meeting place of those 
pioneers of three centuries ago. 
The home office of The Travelers 
Insurance Company stands on the 
very. spot once occupied by San- 
ford’s Tavern—to which came Sir 


Edmund Andros on the mission 
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of removing Connecticut’s valued 
charter. 

This charter hidden for a period 
in the famous Charter Oak, re- 
mained a symbol of Connecticut’s 
desire for freedom. 

Many thousands of policyhold- 
ers have found in Travelers Life 
Insurance a charter guaranteeing 
them the independence they wish. 


The Travelers Insurance Com- 


pany, Hartford, Connecticut. 
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®@ At the request of many 
agents and policyholders 
we are repeating the 
series of now famous 
cartoon cuts ‘Hints to 
Salesmen,’’ designed b 
Guilford A. Deitch an 
drawn by the late Gaar 
Williams, the well-known 
cartoonist, especially for 
the Reserve Loan Life. 
SOS Sars: These were first used 25 
POSS es CF DLDF LG aero 2. years ago. This com- 
SRS , aa rae a : g pany was one of the pio- 
SG Zn LOLS neers in the country in 

oa eesall using cartoons and hu- 
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LIE PEP RAD mor in advertising. 


IN LIFE'S BIG HOP-OFF, PLAY SAFE ! 





Payment of losses within 24 hours of receipt of 
proofs is the ordinary daily routine of this 
organization. ; 


Write for General Agency openings with a 
direct home office contract that pays liberal 
commissions. 
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Federal Trends 
in Insurance Seen 


Superintendent Marshall of the 
District of Columbia Makes 
Observations 


SOCIAL SECURITY PLAN 


Some Branches of Indemnity Can Only 
Be Operated by the Govern- 
ment Itself 


ROCHESTER, N. Y., Sept. 26.—In- 
surance Superintendent J. A. Marshall 
of the District of Columbia spoke today 
before the National Association of In- 
surance Agents, pointing out some fed- 
eral trends insurance-wise which he has 
observed. He said there are established 
insurance branches in more than a 
dozen federal departments. The activi- 
ties are varied but they embrace prac- 
tically all of the branches of the busi- 
ness including surety bonds. Life in- 
surance up to this time has not been 
touched outside of the government war 
insurance plan, The R.F.C. has out- 
standing loans to insurance companies 
amounting to $48,000,000. The insur- 
ance companies have paid back $17,000,- 
000 to the R.F.C. He said that if the 
right of private corporations to qualify 
as self insurers has been recognized 
then the federal government should not 
be criticized when it becomes actively 
engaged in the business of property 
ownership and the custodian of goods 
posted as security for loans. 


Points Out Banking Supervision 


_ Superintendent Marshall said that it 
is impossible to prophesy just how far 
the federal government will eventually 
reach into insurance. He said that if 
the federal government assumes super- 
vision of the insurance business 100 per- 
cent, he questions whether it would be 
detrimental. He reaches this conclusion 
on the present day soundness of the 
banking institutions which are operat- 
ing in closer relation to the federal 
government than ever before. There are 
Many unhealthy conditions existing in 
Msurance today and Superintendent 
Marshall said they can only be improved 
through the medium of federal super- 
Vision. Federal control would bring 
about uniformity in regulation and it 
would be able to supervise companies 
and people that operate in more than 
one state more effectively. He claims 
that most of the state insurance depart- 
Psy are operating under antiquated 


Commissioners Act for Companies 


an federal supervision comes about the 
oe onsibility for this will be placed on 
pecan officials and state insurance 
- ssioners. In many cases, he says, 
; fommissioner today acts as a per- 
‘cnal officer of the insurance companies. 

€ Is compelled to look into the appli- 
(CONTINUED ON LAST PAGE) 








New Tax Approach Appeals 
Greatly to Wealthy People 





MADURO EXPLAINS METHOD 





Tells Allen & Schmidt Agency in New 
York City How Estate 
Plan Operates 





NEW YORK, Sept. 26.—An estate- 
tax approach that strikingly brings 
home to the wealthy client the need of 
life insurance for tax purposes was de- 
scribed by Denis B. Maduro, counsel 
New York City Life Underwriters’ As- 
sociation and a specialist in insurance 
taxation problems, at a meeting of the 
Allen & Schmidt agency of the New 
England Mutual Life. 

Personally or by mail, the agent asks 
the prospect, “Would you like to make 
a contract with the federal government 
whereby you will be allowed to amor- 
tize the amount of your estate tax so 
that your entire estate, less the cost of 
amortization, will pass intact to your 
dependents free from any estate tax?” 


Takes Illustrative Case 


Naturally, the client wants to know 
more about this “amortization contract.” 
The case described by Mr. Maduro as- 
sumed a net taxable estate of $580,000, 
on which the estate tax would amount 
to $98,800. To fit this case the under- 
writer would outline a contract as fol- 
lows: 

1. Each year you will deposit in a 
financial institution approximately two- 
thirds of 1 percent of your taxable es- 
tate, in this case about $3,500 per an- 
num, which represents the amortization 
fund. 

2. You will earmark this fund as your 
“fund for full payment of federal es- 
tate tax.” 

3. You have the right to cancel your 
amortization contract with the govern- 
ment at any time. A change in laws 
or a change in finances may necessitate 
such a cancellation in whole or in part. 


Right to Receive Earnings 


4. You have the right to receive all 
income and earnings from this amortiza- 
tion fund and such income and earnings 
may possibly be free from your income 
tax. 

5. In the event of your death, the 
amortization contract wil provide that 
the federal government will get the then 
amount of the amortization fund and 
in consideration thereof will cancel your 
tax liability of $98,800. It makes no 
difference how much you have put in 
the amortization fund, or how little it 
is, because the government contracts 
that if you adopt such a procedure, it 
will deliver you a tax receipt, exempting 
your estate from $928,800 of taxes. 


Ownership Is Abrogated 


“It is obvious that the amortization 
fund will be evidenced by a life insur- 
ance policy in the amount cf spproxi- 
mately $100,000 and that the $3,500 per 
per annum amortization payment repre- 
sents the approximate cost of the pre- 
miums,” said Mr. Maduro. “Of course, 
the individual assured must have no in- 
cident of ownership in this insurance 
policy. There are many methods by 
which ownership of the policy may be 
in a person or trustee other than the 


N. Y. U. Degree Course 
Is Launched Auspiciously 





CHANCELLOR GIVES LUNCHEON 





T. I. Parkinson and Roger Hull Speak 
—Many Notables in the Business 
Attend Function 





NEW YORK, Sept. 26—The im- 
portance of the human relations aspect 
of life insurance education as contrasted 
with the technical side was stressed by 
President T. I. Parkinson of the Equit- 
able Life of New York, speaking at a 
luncheon given by Chancellor H. 2 
Chase of New York University to mark 
the inauguration of the university’s new 
comprehensive degree courses in insur- 
ance. 

Mr. Parkinson emphasized the im- 
portance of teaching life insurance men 
to supplement their reliance on data 
gathered by others with first-hand 
knowledge of irritating, unreasonable, 
and sometimes irrational human reac- 
tions. He cited the costly experience 
of the life companies with income dis- 
ability insurance as indicative of a fail- 
ure to give adequate weight to the hu- 
man factors involved. He predicted 
that the life insurance man of the fu- 
ture will not only emphasize insurance 
needs but that he will realize that the 
strong emotional and missionary spirit 
that pervaded the original life insurance 
men still runs strong in the service of 
the institution. 


Hull Expresses Appreciation 


Expressing to the university for in- 
augurating the new insurance course the 
appreciation of the National Association 
of Life Underwriters and its largest 
unit, the New York City association, 
Managing Director R. B. Hull of the 
National association declared. that 
“there will come immediate good from 
the very announcement that this cen- 
tury-old institution of learning—with a 
faculty of some 1,800 teachers leading 
35,000 students along the pathways of 
higher education—has in its wisdom 
and on its own initiative adopted such a 
broad program in the field of insurance 
and thereby has given the force of its 
prestige to the emphasis of two funda- 
mental facts—first, that insurance is a 
necessary factor in the economic and 

(CONTINUED ON LAST PAGE) 














insured and still be made availabie for 
the payment of the $98,800 federal es- 
tate tax. 

“The payment of the premiums on the 
policy, or the amortization cost of $3,500 
per annum may be made by the insured 
making a gift of the same to the owner 
of the policy. When the insured dies, 
the $100,000 fund is available to pay the 
estate taxes and his other property and 
asests in the amount of $580,000 pass 
intact to his dependents. 

“This ‘amortization contract’ illus- 
trates the new function which life in- 
surance is called upon to perform in 
order to protect the other assets of the 
estate. It is not for the fundamental 
purpose of protecting the income-earn- 
ing power of the insured but on the 
contrary is for the protection of the 
insured’s capital-accumulation power.” 


Strain on Younger 
Men Is Manifest 


“Survival of the Fittest” Rule 
Not Likely to 
Apply 


—_—_—— 


EARLY DEATH IS DANGER 





Many Junior Executives Made 
Depression Have Paid Heavy 
Cost in Health 


by 


NEW YORK, Sept. 26.—The upward 
trend of life insurance production is 
making it necessary for home office un- 
derwriters to be particularly on guard 
against insidious physical impairments 
among younger high-ranking business 
executives—for the most part men in 
their early fifties—who have been under 
terrific pressure during the. last few 
years and are beginning to show the 
effects, 


In the main, these men do not belong 
to the age level of those whose deaths 
from natural causes and suicide were 
causing so many large death claims dur- 
ing the depression, but the successors of 
those who gave way under the strain. 
They are men who were made by the 
depression, not ruined by it. But many 
of them, in whipping the depression and 
making it yield them position and pres- 
tige, have done so at the cost of im- 
measurably undermining their health and 
shortening their life spans by many 
years. 

Considered Poor Risk 


These younger, top-grade executives 
were then buying relatively little life in- 
surance compared to the potential mar- 
ket they constitute now that recovery 
appears well on the way. Many of them 
need and are ready to buy substantial 
amounts of life insurance. But too fre- 
quently the winning of the means to buy 
a good sized block of insurance has also 
taken so much out of them physically 
that a life company would consider them 
a poor risk, 

In addition to the applicants in this 
class who have serious impairments but 
are unaware of them, there are, of 
course, those who may have a fairly defi- 
nite idea that they are not up to their 
old standard physically. Examinations 
may show nothing wrong, but post mor- 
tems often show that a man had good 
reason for the hunch which impelled him 
to take all the life insurance he could get. 


Mental Determination Long Process 


Blood pressure and heart murmurs are 
usually the first signs of physical deteri- 
oration from worry. The electrocardio- 
gram has proven of great value. in de- 
tecting such cases. 

It is generally thought that there is a 
certain amount of “survival of the fittest” 
during epidemics and depressions. For 
example, there was a distinctly above- 
average level of mortality in the years 





(CONTINUED ON PAGE 11) 
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New York General Agent Develops Methot 
of Appraising Prospective Agents 


NEW YORK, Sept. 26.—The pros- 
pective agent, to have a good chance of 
succeeding in life insurance selling, 
should rank well mentally, emotionally 
and physioally, and a low rating in any 
one of these categories is likely to prove 
so serious a handicap that it will not 
be offset by even very high ratings in 
the other two divisions, General Agent 
W. H. Beers of the New England Mu- 
tual Life in this city has found. 

To determine as objectively as pos- 
sible an applicant’s qualifications on 
each of these points, Mr. Beers has 
evolved an’ “Experience Record Ap- 
praisal” to serve as the basis for an 
interview. The applicant can receive up 
to 100 points on each of the three divi- 
sions—mental, emotional, physical—and 
another possible 100 points in the “gen- 
éral” division. The final rating is the 
total score divided by four. However, 
as noted above, a final rating in which 
the four sub-totals are close to each 
other is far more auspicious than the 
same final score. based on widely diver- 
gent sub-totals. 


Worked on Method of 
Analysis Several Years 


While the new chart contains more 
than twice as many items as the one 
which it supersedes, it has the same 
foundation in practical experience. Mr. 
Beers for a number of years has been 
working toward a trustworthy rating 
plan which will help an interviewer size 
up a man’s suitability for the life insur- 
ance business at once rather than have 
to wait until four or five months’ ef- 
forts have been wasted in revealing a 
basic deficiency militating against the 
new man’s chances for success. 

Another advantage of the plan is that 
a man who shows up well on the rat- 
ing is much easier to bring into the 
business, whereas with a man who 
makes a definitely poor showing, the 
question of his taking it up as a life 
work is settled at once and without any 
lingering doubts about the wisdom of 
the decision. 

The experience record appraisal does 
not consist of tests, nor is the appli- 
cant asked to answer a long list of 
questions. While the score given to an 
applicant on any of the 50 items in the 
blank depends on the judgment of the 
interviewer, it is noteworthy that dif- 





ferent interviewers show a remarkably 
close correlation in the marks they give 
and the final score on the same appli- 
cant. A rating of 70 is considered a 
final passing mark. Experience has 
shown that the rating in the fourth 
(general) division is usually about the 
average of the other three divisions. 

In the mental division, mental back- 
ground or ability to think is alloted 50 
of the entire 100 points in this division. 
Ability to think is considered to be of 
greater importance than formal educa- 
tion or study habits. Of these 50 points, 
up: to 15 points may be given for edu- 
cation in high school or college, 10 
points for studies since leaving school, 
and 25 for past activities indicating 
good mental powers and ability to 
think. 


Mental Attitude Is 
Disclosed in Questionnaire 


The mental division also includes a 
question on attitude toward life insur- 
ance and life insurance salesmen (10 
points) and recent discouragements (10 
points). Mental leadership accounts 
for a possible total of 30 points—10 
each for (a) group activities: what po- 
sitions held; (b) dominance in conver- 
sation: what is attitude in small groups? 
In this interview? (c) initiation of ac- 
tivities: what things started? 

The question on attitude toward the 
business is designed to bring out in- 
hibitions which may seriously interfere 
with insurance selling. Recent dis- 
couragements bring out the extent to 
which a man may have been licked by 
the depression or by reverses. The 
group activities heading indicates con- 
tacts and ability to lead, also the ability 
to dominate in conversation. The final 
item indicates whether the prospective 
agent has the ability to begin and carry 
through projects on his own initiative. 


Emotional Condition Is 
Subject of One Section 


The emotional division is split as fol- 
lows: 

Background—(a) Childhood environ- 
ment: Happy home life? Normal ex- 
periences? 5. (b) Religious experi- 
ences: When seriously interested? Pres- 
ent interest in religion? 5. (c) Contact 
with great leaders: With whom? At 


what age? 5. (d) Self-expression: What 





experience in the arts? Music? Public 
speaking? 5. (e) Reactions: What re- 
sult from criticism? From failure? 5. 

Financial situation—(a) Operate on 
budget: How many successful years? 
10. (b) Ability to accumulate: What 
amount from earnings? 10. (c) Finance 
self three to six months: What period 
without income from insurance sales? 
(six to 12 months ability to finance self 
is preferred for depression conditions). 
30. 

Family situation—(a) Happily mar- 
ried: How many years? 15 (if separated 
or divorced deduct 5 points from total). 
(b) Interest in children? Boy’s age? 
Girl’s age? 5. (c) Approval of family: 
What attitude of immediate family? 5. 

“The ability to use emotions prop- 
erly is an important factor in selling,” 
Mr. Beers points out. ‘A repressed 
childhood may account for many nega- 
tive inhibitions. Religious experience 
and present interest in religion indicate 
emotional development as well as men- 
tal attitude. Contact with great emo- 
tional and mental leaders is important 
because ‘character is caught, not taught.’ 
Great leaders have a habit of motivat- 
ing men. The ability to express oneself 
is surely important; and the point as 
to whether a man can ‘take it’ when re- 
verses and disappointment come is a 
factor of great significance.” 


Finds Financial Status 
Tied Up with Emotions 


Mr. Beers places finances in the emo- 
tional category, as the emotional life of 
men is so intimately tied up with 
finances. A good financial situation 
may mean contentment and peace of 
mind, while lack of it may create un- 
happiness and even lead some to sui- 
cide. Too good a financial situation 
may destroy incentive, and so hinder 
production. Emotional values are at 
least as important as mental ones, Mr. 
Beers has found, for most men are 
swayed by their emotions more readily 
than by appeals to reason. 

The physical qualifications of an ap- 
plicant are appraised on the following 
scale: 

Background—(a) Health: Serious ill- 
ness during last seven years? Dates 
when insurance examinations passed? 
10. (b) Recreational activities: What 
physical exercise? How frequent? 5. (c) 
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ness? Home life? Social life? 10, 
Maturity—(a) Age: Date of birth? }; 
(b) Appearance of maturity: Will it.,fme “Featur 
tablish confidence? 10. —Simplifi 
Contacts—(a) Friends and acquaiy.jme the title 0 
ances: How many in radius of 50 mile: Mme pared by 
15. (b) Former business contacts: Hope It gives 
many? 15. (c) Other contacts: Con, gest of th 
munity? Social? 20. (d) Enjoy meeting Benefit 
people: What evidence? 10. companies 
Consider Physical Activity of 0.1 
of Paramount Importance E cubject 1 
The physical division is held to be ¢ “Journal.’ 
great importance because it indicates x. N 
tivity, which in turn means meetin aad 
people. No matter how strong a ma No ot 
may be mentally or emotionally, }.jme YS!"S .° 
cannot succeed unless he shows a re.fee tHe chie! 
sonable amount of activity, Mr. Beer namely, 
has found. said. 
The general division is subdividgfme 2 VOY 
into ten items, as follows: benefit a 
Success in Previous Occupation—(,) act Sg 
Sales work: What successful exper While th 
ences? 10. (b) Executive work: Pos. ie ' Ye. 
tion? Number men supervised? 10, (:) me Y@St ™4) 
Income received: Maximum? Last pos. ee te 2Ver 
tion? 10. (d) Duration of jobs: Long. jee 22° 
est period? Number of changes? 10, (| [ey bis . 
Education: Graduation high — school fe ‘hanged. 
Graduation college? Completion of othe f . While 
studies? 10. ) intended 
Standing—(a) In community: Stand. &ce ™° 
ard of living? What other causes? 1) je. “ation 1 
(b) In business: Position of family’ Ry YY sli 
What other causes? 15. plained. 
Ability to Cooperate—(a) To receive fi S0"S 1” 
suggestions: What experiences? 10. (b) he said, 
To secure assistance for others: Wha fe ‘ct that 
experiences? 10. (c) To work ha ge ‘suranc 
moniously with others: What evidence! 
5. eens 
The emphasis throughout the entic Be It “d 
appraisal should be on past. perform bo a 
ance rather than on estimated qualities, ae ma} 
Mr. Beers stated. “It has been sait ge ‘OM ' 
that ‘what man has done, man can do,’ , I 
he continued. “It is also doubtless trv pore 
that what a man has done in the pat “"*¢ ™ 
he will do in the future. Conversely, iJ C"°t 
he has not been able to do things in ee 
the past, he will not be able to do then yg 
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Social Security Act Is of 
Benefit to Life Companies 








0. J. ARNOLD GIVES OPINION 





Northwestern National Life Issues 
Booklet Setting Forth Features 


of the New Program 





In. bys. 

10, 

Irth? 4; — 

ill it es. “Features of the Social Security Act 
“B® simplified by Case Illustrations,” is 
i he title of a booklet that has been pre- 

AC Quaint. the : Ba nt 

10 mile: fe pared by Northwestern National Life. 

ts: Hof It gives an understandable, concise di- 


$: of the program. 

a, ee penefits ‘should result for the life 

"B® companies from the act, in the opinion 
of O. J. Arnold, president Northwestern 
National, who was interviewed on the 

F subject recently by the Minneapolis 


to be yin “Journal.” 
“ates a. No Competition in Law 
ye “No competition is offered in the pro- 
ally, he visions of this law for what is always 
ate the chief function of life insurance, 
, 
Been namely, to provide for dependents,” he 
‘B® said. “Death benefits under the act 
divide Me ate very small; the maximum death 
7 benefit anyone can receive under the 
on—(2) act will be $105 at the end of 1937. 
experi While the amount increases from year 
Pew to year, it remains very small in the 
10. (c) vast majority of instances; the need of 
St posi the average family man for life insur- 
- Long. fe 2tice to provide for his family in case 
10. (¢) of his death will be practically un- 
school’ fe changed. , ‘ 
of other “While the retirement pensions are 
' intended to provide an actual subsist- 
Stand. Me ence income, a large part of the pop- 
es? 1), |e. vation will necessarily qualify only for 
family: Me Very slight benefits,’ Mr. Arnoid ex- 
“—&® plained. “The amount of these pen- 
receiv; [e Sions in the average individual case,” 
10, ()) |e he said, “is not sufficiently large to af- 
Whe fe fect that class of people who now buy 
k har ([e. ‘"Surance retirement estates. 
idence? Lower Income Market 
entie «. At is possible at the same time that 
form. Me the prospects of the government bene- 
alities Me tS may actually open up a lower in- 
n sate come market for the insurance com- 
ido’ Panies for the sale of retirement poli- 
ss tree eS,” he continued. “The lower sal- 
e pat |e 2ed worker who now feels that he 
sely, (Jee cannot afford to buy an adequate re- 
ngs in je “rement fund can be shown that by 
> them adding a modest insurance retirement 
| plan to his prospective government 
_ fp benefits he will have a combined in- 
vo | come which will offer a_ sufficiently 
asinine ight picture of the future to induce 
icy inj him to undertake such a supplementary 


plan on his own account. 
“In addition, a substantial portion of 
| the population are ineligible for the 
© benefits of the security act because of 
| the nature of their employment. In 
this group are many of the classes 
which today constitute a main source 
of life insurance policyholders. The 
| hundreds of thousands of business men 
'B 4nd practically all professional men, in- 
» ¢ligible to participate in the benefits of 
the act due to the fact that they are 
working for themselves, still remain as 
800d prospects as ever, as also do em- 
ployes of the United States or of states, 
counties, and municipalities, and of re- 
ligious, charitable, and educational in- 
Pr oaee whom the act likewise speci- 
; cally excludes. Others not covered by 
© the plan are farm laborers, domestic 


é Tg casual laborers, and crews of 
p els, 


A. M. Best Grants Extension 


Attorneys for A. M. Best state that 
e “Insurance Index” of Chicago has 
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Audiences at Des Moines 
Appreciated the Talent 





The trustees of the National Associa- 
tion of Life Underwriters, at a short 
session following the adjournment of 
the annual convention at Des Moines 
last week, decided upon the week of 
Sept. 21 for the annual meeting of the 
association next year in Boston. 

The Des Moines meeting was one of 
the most satisfactory in many years. 
So absorbed were those attending in 
the convention proceedings that very 
little complaint was heard about the heat 
or about the inconvenience of having 
the conventioneers quartered in several 
hotels, separated by six or eight blocks. 

The crowd was serious minded and 
arrived at the sessions promptly on the 
scheduled hour and stayed until the end. 
Every seat was filled Friday afternoon 
when the final speaker had finished. 
Even on the morning when the confer- 
ment exercises of the American College 
of Life Underwriters were held, the hall 
was practically filled to capacity. That 
is unusual. Ordinarily the crowd does 
not arrive that day until after the con- 
ferment exercises are over. 


Talent Was Appreciated 


The crowd was appreciative of the tal- 
ent offered and was enthusiastic in its 
reception. 

A. E. Patterson, general agent of the 
Penn Mutual in Chicago, is given much 
credit for the success of the conven- 
tion, since he was the program chair- 
man. 

With Lester O. Schriver at the helm, 
the association is assured of another ac- 
tive year. He is the third president in 
succession who has had the idea of go- 
ing places. C. Vivian Anderson of Cin- 
cinnati injected new vigor in the asso- 
ciation and he was followed by T. M. 








Riehle, one of the most colorful figures 
in the business, who initiated the move- 
ment culminating in the declaration of 
the so-called guiding principles. Mr. 
Riehle, upon taking office a year ago, 
said his program would be to show 
progress on all fronts. 

Mr. Schriver, in taking office this 
year at Des Moines, said his objective 
will be to show further progress on all 
fronts. He is educationally-minded and 
is particularly interested in the public 
education angle. He will undoubtedly 
initiate many things: 


Convention City Contest 


The contest over the convention city 
served to enliven. the proceedings and 
provided the clash to which the conven- 
tion has been accustomed in - recent 
years. These contests of a political na- 
ture are deplored by some of the old 
timers in the convention who recall the 
days when the affairs were managed by 
a rather close group that selected the 
men for advancement and decapitated 
those who sought preferment. How- 
ever, the younger element welcomes a 
certain amount of healthy political ac- 
tivity, feeling that it brings out at- 
tendance and heightens the interest in 
the affairs of the association. 

President Riehle at the Des Moines 
convention announced that the number 
of recognized delegates attending the 
national council meeting was the largest 
in history. There were 175 votes cast 
in the contest over the election cities. 
The fact that there was a fight between 
Boston and Houston brought out an 
exceptionally large attendance. There 
were 21 associations in New England 
represented and about as many from 
Texas. 








now been given until Sept. 30 to file an 
babel. in federal court to the action 
gee by Best charging the “Insurance 
in “3 with infringement of copyright 
a ne publication of a book of reports 
he ue insurance companies. Attorneys 
rr the-“Insurance Index” filed a mo- | 
‘on to dismiss the Best suit but later ; 
withdrew that motion. 
















accident, or death. 


Then came the holocaust! 


than at any time before. 


knows better! 


Independence Square 


Here’s Another 


This letter tells the common story of salvation through 
life insurance, as hundreds of thousands of other letters 
have been telling it in the last few years :— 


Forty years ago I took a policy and paid the premiums in ten years, 
and forgot it. Forgot it so far as using it up was concerned, but wore 
the satisfaction that it supplied a fund to defray the cost of sickness, 
I made and saved money. For fifty years my income 
exceeded my simple needs, and each year showed a margin to the good. 


And now, still in the midst of chaos, 
I turn to that insurance policy which has guarded me for forty-one years, 
and I get back two and a half times what I put in, when more needed 
I am enabled to carry on for another year, 
without selling anything at a loss, and yet at death leave more than I 
paid for the policy. Is it any wonder that I write you this letter! 


Is life insurance only death insurance? This old man 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Philadelphia 























Will Rogers’ Insurance Now 
Set Approximately $535,000 





HAD $285,000 LIFE POLICIES 





Lloyds Coveragé Against Aviation Ac- 
cidents Was $250,000; Checks with 
Jesse H. Jones’ Statement 





NEW YORK, Sept. 26.—The an- 
nouncement last week that Will Rog- 
ers’ total life insurance coverage, in- 
cluding his special aviation policy with 
London Lloyds, amounted to only 
$482,500 is believed to be erroneous, de- 
spite the fact that the information came 
from Mr. Rogers’ lawyer, Oscar Law- 
ler, at- the time the humorist’s will was 
admitted to probate in California. 

The existence of a $250,000 Lloyds 
policy (at first wrongly reported to be 
$2,500,000) . has’. been confirmed by 
Lloyds’ representatives. At the office 
of J. J. Kemp, New York City insur- 
ance man, who took care of ali Mr. 
Rogers’ personal life insurance, it was 
stated definitely that $285,000 of life in- 
surance was in force at the time of the 
Alaska crash, in addition to the accident 
insurance. The latter was not handied 
by Mr. Kemp. 


Many Erroneous Reports 


This total of $535,000 comes consider- 
ably nearer agreeing with the $530,000 
figure announced several weeks ago by 
Chairman Jesse H. Jones of the Recon- 
struction Finance Committee, than does 
the figure given last week by Mr. Rog- 
ers’ lawyer. Mr. Jones, an old friend 
of the Rogers family, had been author- 
ized by Mrs. Rogers to make the an- 
nouncement. Widely varying and er- 
roneous reports of the amount of Mr. 
Rogers’ insurance had been circulating 
before Mr. Jones’ statement. 

Mr. Rogers had had large amounts of 
life insurance, at one time reported to 
total more than $1,000,000, but most of 
it was in endowment policies which had 
pawn a considerable time before he 

ied, 


Companies in Three Cities 
of Wisconsin Form Club 





Representatives of three insurance or- 
ganizations located in the Wisconsin 
cities of Appleton, Neenah, and Osh- 
kosh met in Appleton to organize an 
insurance club, which would meet at 
intervals to discuss subjects of com- 
mon interest. Subjects will not be lim- 
ited to any one line of endeavor, but 
will cover actuarial, office, investment, 
and agency practice. 

The Aid Association for Lutherans of 
Appleton was represented by Louis 
Freude, Mrs. Oma Harder, H. H. Hin- 
nenthal, J. D. Reeder, and L. M. Rosh- 
olt; the Equitable Reserve Association, 
of Neenah, by G. A. Comstock and Earl 
Nicholson, and. the Wisconsin National 
Life of Oshkosh by Otto Gauger, Allen 
Eastlack, O. A. Lichtenberger and Rush 
Martin. For the ensuing year, J. D. 
Reeder was elected president, Allen 
Eastlack, vice-president, and Mrs. Oma 
Harder, secretary-treasurer. 

The next meeting will be held in 
Oshkosh Oct. 17, when the social se- 
curity bill will be discussed as it will 
affect life insurance organizations. 


Plans of Western Conference 


The: Western Conference of Insurance 
Commissioners consisting of the officials 
of the Pacific Coast and mountain 
states expects to hold a meeting ‘at 
Phoenix, Ariz., prior to the meeting of 
the National Convention of Insurance 
Commissioners in New York City. J. J. 
Holmes of Montana is president; George 
A. Brown, Arizona, vice-president; H. 
C. Schmidt, Nevada, treasurer; E. A. 
Smith, Utah, secretary; Geo. M. Biel, 
New Mexico, chairman executive com- 
mittee. pee 
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e BEST 





To Offer 








Nothing gives the salesman more 
| confidence and assures greater 
success in selling than the belief that 
he has the BEST insurance service to 
offer his friends and prospects. 


Most B. M. A. salesmen were 
attracted to B. M.A. because of the 
complete insurance service provided. 


When President Grant announced 
a more liberal Accident and Health 
service at the Company’s All-Star 
convention at Troutdale, Colorado— 
the leading salesmen received that 
announcement most enthusiastically. 


To evidence their appreciation— 
every salesman present bought one 
or more of the new Medical Reim- 
bursement, Death and Dismember- 
ment policies for himself or a mem- 
ber of his family. The officers of 
the Company did likewise. 


It Pays to be with B.M.A. 
It Pays All Ways 


IRUSINESS )WEN’S 
ASSURANCE (0. 
Kansas City, Mo. 


W. T. Grant, President 


. 








“Ad” Conference at Rye 
Proves Fine Combination 



































By DOROTHY B. PAUL 


For the first time in the history of the 
Insurance Advertising Conference a 
president has succeeded himself. Clar- 
ence A. Palmer, advertising manager of 
the Insurance Company of North 
America, was unanimously chosen as 
head of the conference for the coming 
year at the annual meeting at Rye, 
N. Y. Mr. Palmer not only excels in 
an administrative capacity, but also on 
the golf fields, where he distinguished 
himself by making a hole in one. 


Members of the conference showed 
themselves well satisfied with their ad- 
ministrative officers by reelecting them 
for another year. Arthur A. Fisk, Pru- 
dential, continues as vice-president and 
Arthur H. Reddall, Equitable Life of 
New York, remains as secretary-treas- 
urer. <A special vote of thanks was 
given to Mr. Reddall for his untiring 
effort on behalf of the conference and 
the excellent report he submitted. Mrs. 
Reddall attended the convention and 
made many friends by her gracious 
manner, 

* *K * 

Great credit is due Frank S. Ennis, 
America Fore, for the entertainment he 
provided the night of the annual dinner. 
Each year Mr. Ennis carries off the 
honors for a successful party, and Mrs. 
Ennis is voted one of the most attrac- 
tive ladies attending the dinner. 

* * * 

Col. H. P. Dunham, vice-president 
American Surety and former Connecti- 
cut insurance commissioner, was an effec- 
tive speaker. He prefaced his remarks 
by offering his golf clubs to anyone who 
would take them. Col. and Mrs. Dun- 
ham are among the most popular mem- 
bers of the insurance fraternity. 

* * x 

Baltimore came into the limelight this 
year at the Insurance Advertising Con- 
ference. C. J. Fitzpatrick, vice-presi- 
dent and secretary of the United States 
Fidelity & Guaranty, was made a mem- 
ber of the executive committee. Mr. 
Fitzpatrick’s active participation in the 
affairs of the conference is greeted en- 
thusiastically. D. W. Gibson, advertis- 
ing manager Maryland Casualty, has 
been appointed joint chairman of the 
program committee for the coming year. 
The next annual meeting will be held in 
Baltimore. 

* * * 

E. S. Anderson, manager business de- 
veloping department, Hartford Fire, at- 
tended the meeting. He is the son of 
Stewart Anderson, advertising manager 
Penn Mutual. 

* * * 

Miss Margaret Divver, a member of 
the advertising department of the John 
Hancock in Boston is one of the most 
popular ladies who attends the Insur- 
ance Advertising Conferences. 


Hospitalization Authorized 

BIRMINGHAM, ALA., Sept. 26.— 
Alabama hospitals may offer hospitali- 
zation on the same basis as insurance 
companies writing life and accident poli- 
cies under a new law enacted by the 
Alabama legislature and approved by 
Governor Graves. Known as the Lusk 
measure, it provides that two or more 
hospitals may form a corporation to 
write hospital insurance, by depositing 
$3,000 as a reserve and qualifying under 
the state insurance laws with the insur- 
ance department. Group policies may be 
written, for which a person for a stated 
premium paid weekly, monthly or annu- 
ally, is entitled to a hospital bed. Medi- 
cines and surgical attention would not 
be included in the policy. 


May Omit Code in First Call 

The report is now generally credited 
that Governor Horner of Illinois will not 
include the insurance code in his first 
call for a special session of the legisla- 
ture this fall. There will probably be a 
second call and it is anticipated that the 
insurance code will be included in that. 


The regular quarterly dividend of the 
-Connecticut- General Life, cents a 
share, has been voted, payable Oct. 1. 








Wisconsin Mortgage Law; 
Constitutionality Views 





MILWAUKEE, Sept. 26.—Constity, 
tionality of the new Wisconsin mor. 
gage foreclosure law, which sets , 
mediation boards in each county, yj) 
probably be tested in the state supreny 
court, according to reports current her 
Insurance companies and other inyg. 
tors in mortgages in Wisconsin gp 
watching the development with consi. 
erable interest. The new farm mor. 
gage moratorium law _ was recent 
signed by Governor LaFollette, ay; 
later a bill was introduced to give th 
ame exemptions to commercial real «. 
tate as the farm bill gave to farms an 
homesteads. 

Circuit Judge Charles Aarons hep 
has expressed doubt as to the validity 
of the section of the new law that rea¢;: 

“The court, in exercising the discre. 
tion conferred upon it, shall take int 
consideration the refusal of either part 
to submit to or participate in mediation, 
or his failure to accept the recommen. 
dations of the local mediation board for 
the voluntary adjustment of the obj. 
gation.” 

Judge Questions Right 


The question as to that section was 
raised by Judge Aarons when a mort. 
gage foreclosure case was brought be. 
fore him for reference to the mediation 
board, which has now been organized, 
The three members of the board wil 
endeavor to conciliate mortgage dis. 
putes and will make recommendations 
to the circuit court. 

“I gravely doubt whether the court 
has a right to penalize as the law sug. 
gests,’ Judge Aarons said. “A party 
to a suit cannot be punished for what 
he has a legal right to do.” 

A number of attorneys, including 
counsel for insurance companies, have 
also questioned some of the provisions 
of the law. They point out that the 
law penalizes the mortgagor as well a 
the mortgagee if, for example, he re. 
fuses to abide by a settlement reached 
by the mediation board. 


Glenn C. Chadderdon, 42, for several 
years a minor executive with the Bank- 
ers Life of Nebraska and later in the 
aed publishing business, Gied at Lincols, 

eb. 


| 





Prospect for T. M. Riehle’s 
Club of High Class Agents 


The Seattle “Daily Times” in its 
issue of Sept 17 printed on the 
front page a two-column cut of 
the ornate sign advertising the 
various activities of J. W. Os 
borne, who operates from his 
house at the junction of East 120th 
street and Tenth avenue, N. E 
A picture of a bride and groom 
are shown with the caption, “Mar- 
riages, Wedding Present to Each 
Bride.” Below that are these 
words: “Justice of Peace, Barber 
Shop, Insurance, All Kinds.” The 
“Daily Times” also prints a Pic 
ture of Mr. Osborne with a bible 
in one hand and a doily in the 
other, which he presents to brides 
after marriage ceremonies, In an 
article accompanying the cut he is 
quoted as saying that he has been 
before the public as a barber and 
insurance salesman for more than 
30 years. 

“I guess I know as much bat- 
berin’ as the next man and may: 
be more than most,” he was 
quoted as saying. “Learned it m 
Ioway. I lived in Clarion—thats 
the county seat of Wright county 
—and I milked 25 cows morning 
and evening, too. I know plenty 
about insurance, I don’t know 8 
much about law, but I can temper 
justice with judgment. So I've 
combined all three businesses. 

a 
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\Vianaged Leisure 


Most men make financial plans by saying: “Some 
day | am going to retire and spend the rest of my days doing 
so and so. Few take definite steps to make their dreams of 


future financial independence come true. 


Managed leisure requires certain, guaranteed income 
after retirement. Managed leisure, in the sense of equalized 
income obtainable only thru Life Insurance, pays the greatest 


reward in happiness. 


The Ohio National Retirement Income Policy prepares 
your prospect to manage his leisure time, increases your profits, 


and gives you an opportunity to have more time to manage. 


For a General Agent's Contract write to 
John H. Evans, Vice-President 


The Ohio National Life Insurance Company 
CINCINNATI, OHIO 
T. W. Appleby, President 
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HOME 
SOSTON: 


A GENERAL AGENT 
Los Angeles 
IS WANTED BY 


. 


“A New England Institution” 





Our Los Angeles Agency has been operating 
for nearly a quarter of a century. Although 
this Agency is modest in size, our Com- 
pany’s excellent reputation has been firmly 
established. 


Our complete line of Life, Accident and 
Health, Juvenile Insurance and Annuities 
enabled Columbian National fieldmen, dur- 
ing this year, to increase production of new 
business 34 per cent over 1934. 


A candidate for this position must have a 
real desire to own a General Agency. He 
should have at least three years’ successful 
experience and should be between the ages 
of 28 and 52. 


Send your complete qualifications personally to 


A. A. McFall, Vice-President 


OLUMBIAN NaTIONAL 
LIFE INSURANCE COMPANY 


A NEW ENGLAND INSTITUTION 
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AGENTS LIKE LEADS 
...and our Home Office likes to supply them 


There's a special department in the Southland Life 
Home Office to develop leads for agents in the 
field. Thousands of pieces of literature are sent out 
yearly; hundreds of letters written; all to locate new 
insurance buyers so the sellers can get busy! 


This isn’t just an idea . . . it’s a practical plan that 
is proven. Southland agents know it, and you can, 
too. Just write to 1st Vice-President Clarence E. Linz, 
or to Vice-President and Agency Manager, 
Col. Wm. E. Talbot, concerning agency contracts. 


Southland Life 


Insurance Company 
HARRY L. SEAY, President 
DALLAS, TEXAS 
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Speakers for Home Office 
Life Underwriters Listed 


The Home Office Life Underwriters 
Association will hold its annual meeting 
Nov. 13-15 at the Waldorf-Astoria, New 
York City. The first day will be de- 
voted entirely to the occupational sec- 
tion. Speakers at the last two days’ 
sessions will include Howard Goodwin, 
vice-president Phoenix Mutual Life, on 
“Selection at the Source;” Malcolm 
Adam, assistant vice-president Penn 
Mutual Life, “Intangibles in Underwrit- 
ing;” Godfrey Moora, associate super- 
visor of risks Mutual Life of New 
York, “Regional Versus Non-Regional 
Underwriting;” G. G. Daly, secretary 
medical department Canada Life, “Un- 
derwriting . Policy Changes.” J. H. 
White, chairman classification commit- 
tee New York Life, will discuss occu- 
pations where there is danger of a 
racketeering hazard, while the effect of 
recent federal tax legislation as it affects 
underwriting will be discussed by a 
prominent life insurance attorney. As 
usual, the underwriting clinic will be 
an important feature. 





Occupational Section Program 


Subjects and discussion leaders for the 
occupational section meeting Oct. 13 are: 
“Shifting of Occupations and Its Signif- 
icance for Occupational Underwriting,” 
Pearce Shepherd, assistant actuary Pru- 
dential; “Underwriting of Unskilled La- 
bor,” R. J. Vane, occupational rating su- 
pervisor Metropolitan Life; ‘Amateur 
Participation in Hazardous Sports,” A. J. 
Riley, underwriting executive Mutual 
Benefit Life, and E. T. Mimme, assistant 
secretary, chairman insurance commit- 
tee, New York Life; “Race Track Per- 
sonnel,” V. D. Manahan, chief under- 
writer Metropolitan Life; “Liquor Sales- 
men,” . N. Bagley, assistant actuary 
Travelers; “Railroad Workers,” R. F. 
Edwards, underwriting statistician Pru- 
dential. 

The underwriting of x-ray specialists 
will be discussed by a medical man. 
local industrial plant will be visited by 
the occupational section Oct. 14. 


To Take Over Fremont Mutual 


COLUMBUS, Sept. 26—The Ohio 
department has filed suit in common 
pleas court here for authority to take 
over the Fremont Mutual Life. It is 
charged that the company is insolvent 
and further transaction of business 
would be hazardous. The petition will 
be heard Oct. 2. The Fremont Mutual 
was incorporated in 1911 as a mutual 
protective association to write life in- 
surance on the assessment plan. A re- 
organization of the company took place 
last week. Judge C. T. Warner, for- 
mer superintendent of insurance, who 
has been associate counsel, was made 
general counsel without his knowledge. 
He has notified the company that he 
will be unable to serve in that capacity. 

Oscar E. Thompson, who some time 
ago was elected vice-president, has 
been chosen president of the company. 
He succeeds I. S. Hoffman, who had been 
named president to succeed C. K. Seibert. 
Dr. H. C. A. Beach has been named vice- 
president and secretary 


New Ohio Insurance Laws 


The Banks-Baldwin Law Publishing 
Co. of Cleveland announces the publi- 
cation of “Baldwin’s Ohio Insurance 
Laws, Annotated” at a cost of $7.50 per 
volume, and has been circularizing at- 
torneys and insurance companies and 
agents. This publication is understood 
to be a photo reproduction of that part 
of Baldwin’s Annotated General Code 
of Ohio, relating to insurance. The 
Ohio insurance department has con- 
tracted for a supply of these laws for 
distribution to companies interested, at 
a nominal cost to cover postage. It is 


assumed that insurance companies will 





—— 


New General Manager 


of the Monarch Life 


eer 











GORDON C. CUMMING, Winnipeg, Can. 


E. J. Tarr, president of the Monarch 
Life of Winnipeg, announces the ap- 
pointment of Gordon C. Cumming as 
general manager. He goes to the Mon- 
arch Life from the Great-West Life of 
Winnipeg, with which he started his ca- 
reer as agent in Winnipeg. From the 
field he went to the home office. His 
duties in branch supervision have given 
him a wide experience in all the prov- 
inces of Canada and several states of 
the United States. 

Mr. Cumming was born in Manitoba 
and is a graduate of the University of 
Manitoba and the Manitoba Law 
School. He practised law in Winnipeg 
for several years, and later was for four 
years superintendent of land settlement 
for the Dominion government in Mazri- 
toba. 


General American Life Has 
New Salary Deduction Plans 











New premium unit policies and salary 
continuance plans have been announced 
by the General American Life. The pre- 
mium unit policies are designed to fill 
the desires of salaried employes to invest 
definite monthly savings of an even amount 
in life insurance on the payroll deduction 
plan. Analysis has shown unit premiums 
of $3, $4 and_$5, and combinations of these 
sums to be most applicable to these sal- 
ary savings markets. 

The new salary continuance plans pro- 
vide moderate lump sum settlements with 
smaller monthly incomes. They are n- 
tended to supplement four “package 
continuance plans already available. The 
three new plans are: 

Plan A: Lump sum settlement of $500 
at death with $75 per month for one year 
and $50 per month for the second year. 
Plan B: Lump sum settlement of $500 
at death and $100 per month for one 
year. 

Plan C: Lump sum settlement of $500 
at death and $50 per month for two 
years. 


Best to Attend Convention 


Alfred M. Best, president of the Al 
fred M. Best Company of New York, 
expects to attend the meeting of the 
American Life Convention in Chicago 
next month and will be accompanied by 
some of his official associates. Last 
year Mr. Best occupied the center of 
the stage because a special committee 
of the A. L. C. was dealing with him on 
the subject of rating companies. Inas- 
much as many of the companies of the 
American Life Convention have bee# 
bitter opponents of Mr. Best’s reports, 
his presence in the hotel at the Chi 








procure their copies through the Ohio 
insurance department. 


cago meeting indicates that there may 
be further fur flying. 


Ri a 


fs aa 


pas ext es Paty Li RNS 


vans nsphat ee Hose ne vane 





Springs. 
the $25 
Collecti 
usually 
est, he 
commen 
in mor 
return ¢ 
continu: 
pany of 
investm 
yield. 
Sales 
eight m 
erably | 
last ye: 
was 42 


A fez 
lets unc 
insuran 
ous age 
Begins 
Preside 
Clark, 
He-E: 
preside 
intende 
and Ge 
nati. 

Mem 
best sa 
ideas b 
Romer 
first pr 
second, 
able m 
falo, w 
ment <¢ 
won tk 


A ne 
tion,” 
This h 
tireme: 
tion cc 


dent. 
inherit 








wn 
’ 
NRA MENG 


> 
‘ 









Oi Sl Maas MOREE RG as a Bo 


Bi osie ai aa R 





September 27, 1935 





LIFE INSURANCE EDITION 








Union Central’s Head Finds 
Profit in Real Estate Sale 


PRESIDENT COX IN REPORT 





Agents Convention in White Sulphur 
Springs Featured by Playets, New 
Policy Announcement 





Profit from sale of real estate this 
year has netted 12 percent, although the 
Union Central Life has not pushed the 
sales of properties, President W. How- 
ard Cox reported at the White Sulphur 
Springs, W. Va., annual convention of 
the $250,000 and $500,000 agents clubs. 
Collections on mortgages have been un- 
usually good, as to principal and inter- 
est, he said. Insurance companies, he 
commented, are investing principally now 
in mortgages and bonds, but the low 
return on bonds, especially governments, 
continues to cause difficulties for com- 
pany officials in finding sufficient sound 
investments for new funds at adequate 


vield. 
sales of life insurance in the first 
eight months, he reported, were consid- 
erably greater than in the same period 
last year, and in August the increase 
was 42 percent. 


Officers Are in Playlet 


A feature was a series of seven play- 
lets under direction of Miss Olivia Orth, 
insurance dramatist, presented by vari- 
ous agencies. The first was called “Life 
Begins at 8:30,” among the actors being 
President Cox, Vice-president Jerome 
Clark, Secretary R. S. Rust, Treasurer 
H. L. Hodell, W. H. Muhlberg, vice- 
president and medical director; Super- 
intendent of Agencies W. F. Hanselman 
and General Agent J. L. Shuff, Cincin- 
nati. 

Members of the clubs submitted their 
best sales ideas beforehand, the 15 best 
ideas being given from the floor. C. A. 
Romer of the home office agency won 
first prize, Ben Thorpe, Shreveport, La., 
second, and Schuyler Livingston honor- 
able mention. Manager Leo Burns, Buf- 
falo, won low gross in the golf tourna- 
ment and R. S. Fuller, Dallas agency, 
won the tennis tournament. 


New Policy Announced 


A new policy, the “complete protec- 
tion,” was announced and _ explained. 
This has the combined features of a re- 
tirement annuity and multiple protec- 
tion contract, providing $100 per month 
income over 10, 15, or 20 year term pe- 
tiods to the beneficiary in the event of 
death or a retirement annuity at age 
60 or 65 for the policyholder. 

A special train was run from Cincin- 
nati with 111 members aboard, includ- 
ing company officials, members of the 
Pacific Coast agency and intervening 
western points, general agents and 
agents from New Orleans, Texas, At- 
lantaa Memphis, Oklahoma City and 
other points. Almost every southern 
agency was represented, and also Cleve- 
land, Grand Rapids, Chicago, Minne- 
apolis, St. Paul, Fort Wayne and 
Louisville. 

Other home office officials attending 
were Assistant Superintendents of 
gaan Jack Rivers and Herbert Ham- 

on. 


Give Series of Playlets 


The convention was opened with 
Song. L. A. Rosen of the New York 
agency being at the piano and P. S. 

anck, vice-president of the New York 
agency, being the leader. The first play 
Portrayed the officers at their posts in 
Cincinnati, the scene being laid in 
President Cox’s office. Each member of 
the cast gave the field men something 
of official significance through the me- 
dium of his lines in the play. Vice- 
President Jerome Clark introduced offi- 
cers of the $250,000 Club. W. B. Mon- 
Toe, New Orleans, being president. R. 
d arrison, Cincinnati, is vice-presi- 
cent. He told of his use of estate and 
inheritance taxes in selling large vol- 


ume. Another playlet, “The Magician,” 
was presented by members of the At- 
lanta agency. This was dramatic. 

The second morning session opened 
with a playlet presented by the New 
York agency, “One Monday Morning.” 
This was full of valuable selling ma- 
terial The next play was entitled 
“Stand and Deliver,” presented by the 
Cincinnati agency. The new policy was 
announced by Actuary J. R. Car- 
rington, who introduced A. J. Koeppe, 
assistant actuary, who described the 
policy. Another play, “Sentenced,” with 
a cast of Cleveland agency members, 
presenting the case in favor of time 
control, followed. During the third 
morning a play presenting ideas to as- 
Sist agents to capitalize on the com- 
pany’s national advertising, a““My Com- 
petitor Doubled My Business,” was pre- 
sented. 

The sales idea contest judges, in- 
cluded President Cox, Herman Stark, 
president $500,000 Club, and W. B. 
Monroe, president $250,000 club. 

The closing feature of the convention, 
a playlet, “Up in Jerry’s Room,” had as 
cast members of the agency department 
at the home office, and presented pro- 
duction plans and new sales helps. Vice- 
president Clark closed the convention 
with an inspirational address. 


Mortgage Loan Payments Up 


Improvement in collection of all in- 
terest and principal payments on mort- 
gage loans is reported by the North- 
western Mutual Life. This is regarded 
as a definite sign that agricultural and 
industrial conditions are on the up- 
swing. 

“Present trends indicate a decided im- 
provement in collection of all interest 
and principal payments on mortgage 
loans,” said H. D. Thomas, vice-presi- 
dent in charge of mortgage loan invest- 
ments. “The condition of crops is above 
the five-year average, a marked im- 
provement over the past two years. 

“Prices received for farm products are 
materially higher than for several years. 
The increased prices plus payments 
farmers have received from the govern- 
ment in compensation for crop and hog 
reductions should materially increase 
the farmers’ debt paying and purchas- 
ing power. 

“There is an ample supply of cheap 
money to finance both agricultural and 
city loans at the lowest rates available 
for years,” Mr. Thomas said. 


Consider Back Tax Proposal 


Thirteen southern insurance com- 
missioners are reported to have at- 
tended a meeting in Memphis, called 
chiefly to consider the taxation plan of 
Merkle & Martin, who are endeavoring 
to get the southern departments to 
work on the companies for back taxes, 
on the strength of recoveries in Texas. 
It is understood that the group adopted 
a resolution favoring or approving ex- 
aminations of companies other than life 
for back taxes. 


Two Charges Against Hellen 


The day before the second charge of 
insurance law violation was _ placed 
against B. H. Hellen, Des Moines, by 
Linn County Attorney G. K. Thomp- 
son in Cedar Rapids, the grand jury in- 
dicted Hellen on a charge of violating 
the insurance law through operation of 
an unauthorized burial benefit associa- 
tion with a chain letter conection. 
Hellen was released on bond on beth 
charges 


Corbin Cincinnati Manager 


D. C. Corbin has been appointed man- 
ager in the Cincinnati area for the 
Guarantee Mutual Life. 


Life Notes 
The Loyal Life of Boston has been 
licensed in Indiana. 


Will O. Ferguson, associate general 


agent, leads the Fred M. McMillen agency 
of the Penn Mutual Life at Los Angeles 
for the year to Sept. 1 in paid business, 
with Jack Gilligan second, Will G. Far- 





rell third, Ed Leavitt fourth, and J. F. 
Van Slooten fifth. 





The 
Resolute 


Lincoln 


This photograph of Abraham Lin- 
coln taken by Brady at the 
beginning of the Civil War is a 
good portrait of the President 
before the horror of the conflict 
began to be reflected in his own 
countenance. 





PERSEVERANCE 


About the time the above picture was taken, Lincoln 
had occasion to write a letter to Seward in which he said, 
“I expect to maintain this contest until successful, or till I 
die, or am conquered, or my term expires, or Congress or 
the country forsake me.” That was the spirit that made Lin- 


coln unconquerable. 


Regardless of any remarks about the persistency with 
which the underwriter plies his trade, perseverance still 
remains as one of the most valuable characteristics which the 
insurance counselor acquires. Lincoln saw the value of it 


when he telegraphed a general: 


“Tell him when he starts to put it through—not 
to be writing or telegraphing back here but put it 
through.” 


The Lincolin National Life 
Tnsurance Company 


FORT WAYNE, INDIANA 
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@ All policy contracts are issued on a non-par- 
ticipating basis with guaranteed benefits at a 
guaranteed low cost. No guesses, no estimates, 
no uncertainties, no change in what the client 
has to pay. 











oward is chievement 


EXT year this Company will celebrate its 

first quarter-century of service. It has 
won the confidence and good will of western- 
ers. It reviews a record of steady, conserva- 
tive progress, yet constant modernization of 
views and methods. 


*Direct liberal home office contracts for 
fieldmen. *Non-forfeitable renewals. *A com- 
plete line of policies. *Juvenile, women, 
group, wholesale, accident and health. *Proven 
: organized selling plans. *Dynamic presenta- 
tions. *Sales aids for every situation. *Under- 
standing home office cooperation. *Really 
helpful instruction and supervision for new men. 
Write for details. 


Ray P. Cox, Vice President and Manager of Agencies 


California- Western States Life 


Insurance Company 


SACRAMENTO CALIFORNIA 














Life Companies Shy From 
the FHA Guaranteed Loans 





SEVERAL OBJECTIONS FOUND 





Don’t Like the Monthly Transactions 
Involved or the Arbitrary Fore- 
closure Provision 





NEW YORK, Sept. 26.—Life com- 
panies are so far showing scant en- 
thusiasm for the federal housing admin- 
istration’s guaranteed loans. One rea- 
son is that of the loans offered up to 
date, relatively few are desirable to a 
life company, even with a government 
guarantee. The other reason for luke- 
warmness is that certain features, actual 
or potential, about the FHA loans as 
at present constituted, make them unde- 
sirable from a life company standpoint 
even if they were loans that would be 
otherwise acceptable. 

The small percentage of desirable 
loans may be due a good deal to the 
lack of activity in the real estate market 
and therefore be expected to increase 
when people begin buying homes. As 
it stands today, people whose homes are 
free of mortgages or are satisfactorily 
financed are not looking to encumber 
their property, while distressed property 
has been pretty well taken out of the 
mortgage market by reason of fore- 
closure. 

Monthly Transactions 


Objections to FHA loans’ which 
would be otherwise desirable include the 
following: (1) necessity for accepting 
payments monthly; (2) necessity of ac- 
cepting monthly installments toward 
fire insurance premiums and taxes, and 
the assumption of responsibility for pay- 
ing these items when due; (3) being 
forced under the law to foreclose after 
90 days, rather than using discretion as 
to how much leniency shall be extended 
to borrowers. 

In many cases the life company is 
taking no risk in being lenient with re- 
sponsible borrowers and would stir up 
needless public ill will if it insisted on 
enforcing its rights in every case re- 
gardless of extenuating circumstances. 


Bank Might Quit Servicing 


The arrangement under FHA loans 
is that the bank which acts as inter- 
mediary in the loan does the servicing, 
for which it gets %4 of 1 percent. Mort- 
gage men point out that a bank servic- 
ing, say, 100 loans in some smaller city 
might decide it was doing the job 
at a loss and give it up. The life com- 
pany holding the loans would have to 
organize its own department to do the 
servicing, which might prove quite ex- 
pensive. 

Again, suppose a company accepts 
FHA loans in large quantities, and sets 
up a department to handle 10,000 of such 
loans, with their monthly payments of 
interest, principal, and fire insurance 
premiums and taxes. Later on, borrow- 
ers in large numbers find they can pay 
off their FHA loans and refinance them 
more cheaply elsewhere. The life com- 
pany has an elaborate department on its 
hands and nothing for it to do. 


Percentage Valuation 


Life company mortgage officials are 
sympathetic with the aim of the FHA to 
make it easier for the would-be home 
owner to finance his purchase and keep 
out of the hands of second-mortgage 
men, with their high interest rates. The 
FHA permits loans up to 80 percent of 
the valuation, while life companies can- 
not go above 60 percent on their own 
loans. Mortgage executives are inclined 
to believe that a 20 percent equity is 
too small, that it will encourage too 
many people to try to buy a home on 
too speculative a basis and hence that 
there will be an inordinate number of 
people losing their homes and a cor- 
respondingly abnormal number of fore- 











closures. True, the mortgagee is pro- 








New President 


| 











ROBERT K. METCALF 


Robert K. Metcalf, newly elected 
president of the International Claim As. 
sociation, first held office in the associ- 
tion in 1927 when he was elected secre. 
tary. In 1982 he became vice-president 
and in 1933 was elected chairman of the 
executive committee for two years. He 
went to the Connecticut General Life 
upon graduating from Amherst in 199] 
and has been with that company ever 
since, for the past ten years as manager 
of its claim department. He is its repre. 
sentative in the Eastern Life Claims 
Conference as well as in the Interna. 
tional Claim Association. 








tected by 3 percent government guaran- 
teed bonds covering the principal and 
he is assured of getting back his overdue 
interest if enough is realized on the sale 
of the property over and above the face 
of the mortgage. 


Cheaper Loans Available 


Borrowers can get long term financing 
today at cheaper interest rates from life 
companies than through the FHA but of 
course they can get a maximum of only 
60 percent of the appraisal instead of the 
80 percent they can get through the 
FHA. 


A possibility about FHA that is eyed 
askance is the danger of political in- 
fluence being brought to bear in making 
appraisals of property values and in the 
credit rating of borrowers. This, of 
course, is a factor that is difficult to 
estimate in advance. 


Nebraska Institute Meeting 


The Nebraska Insurance Institute 
held its fall meeting in Omaha last 
week. A. W. Mason of the Lincoln 
Liberty Life led the discussion on “The 
Handling of Incoming and Outgoing 
Mail.” Membership is open to home of- 
fice executives, department heads and 
employes of Nebraska life companies. 
The meetings are held monthly, The 
officers are as follows: 

President—Clyde W. James, Midwest 
Life of Lincoln; secretary—Miss Irene 
Good, American Annuity of Omaha; 
membership committee—W. D. Cale 
Service Life of Omaha, chairman; G. S. 
Keeley, Cornbelt Life of Lincoln; pro 
gram committee—T. A. Sick, Security 
Mutual Life of Lincoln, chairman; 
E. McLarnan, Woodman Circle 
Omaha; press committee—E. F. Estes. 
Bankers Life of Lincoln; Walter Len 
kuhl, American Reserve Life of Omaha. 


The Associated Life General Agents 4 
Managers and Qualified Life Under- 


insurance reference library at the De 





troit Better Business ‘Bureau 
quarters. 


writers of Detroit have established a life 


Fete 
H 


1 


Sam 
agent | 
was he 
tended 
other ¢ 
of the 
compat 
continu 
pany. 
also Ww 
H. M. 
charge 


reau at 
I 

Mr. 
the pio 

many 
leaders, 
from bi 
He wa: 
a son ¢ 


| was pr 


& Trus 
ness in 
sale gr 
the ne: 


1 of the 


Compa 
was sp 


' Mutual 
" public 

» the Ro 
© with th 


eta! 


endo Aidan daca oa Ski kde ADAMI ST 


SLSR OER ete cr Se SCRA eat, 


head- © 


agent, 

to Mar, 

Ayer, 
Mr. | 


| a spor 
' young » 


and als 
try. H 
a good 

Robe 
was to 
was att 
other | 
Connec 
Willian 
quet of 
present 
a scrol 
compar 
Staged 
present 
the hor 


En. 

COL 

Connec 
in the 


} Join th 


ing its 
this st: 


' betwee: 


Pany re¢ 
premiui 


| compan 


Pany di 
the dey 
Stitutio 
another 
On its 
preme 


Fe 


The 
has bee 
States 
Oct. 14 








Pi, 1935 










——_! 


September 27, 1935 






LIFE INSURANCE 





EDITION 

















Fete Samuel T. Chase on 
His 30th Year in Harness 








eS 

Samuel T. Chase, Chicago general 
agent of the Connecticut Mutual Life, 
was honored this week at a dinner at- 
tended by President James L. Loomis, 
other officials and many general agents 
of the Connecticut Mutual and other 
companies, upon completion of 30 years 
continuous active service with the com- 
pany. In the home office contingent 
also were Vice-president P. M. Fraser, 
H. M. Holderness, vice-president in 
charge of agencies, and V. B. Coffin, 
superintendent of agents. 

It was a surprise party, and a part 
of the surprise was the attendance of 
Mr. Chase’s daughters, Mrs. Louis F. 
Swift, Jr., of Fort Worth, Tex., Mrs. 
Preston Bowden of New York and Mrs. 
Frederick Hauck of Chicago, as well 
as Mrs. Chase. Claude Fisher, general 
agent at Des Moines, L. D. Hunt, De- 
catur, Ill, general agent, and K.. W. 
Jacobs, Jr., Milwaukee general agent of 
the company, were present. Chicagoans 
taking part were A. A. Loeb, of Stumes 
& Loeb, general agents Penn Mutual; 
E. B. Thurman, general agent New 
England Mutual; E. B. Dudley, life 
and accident manager Travelers; Walt 
Tower, managing director Chicago As- 
sociation of Life Underwriters, and rep- 
resentatives of the Better Business Bu- 
reau and many other interests. 


Member of Pioneer Family 


Mr. Chase, who comes from one of 
the pioneer families of Chicago and has 
many close friends among _ business 
leaders, was showered with telegrams 
from banks, newspapers and individuals. 
He was born in Chicago Sept. 24, 1867, 
a son of Samuel Blanchard Chase, who 
was president of the old Chicago Title 
& Trust Co. Samuel T. started in busi- 
ness in Duluth in 1892 with a whole- 
sale grocery concern, going to Chicago 
the next year and becoming treasurer 
of the Kilmer Wire Manufacturing 
Company, then from 1897 to 1900 he 
was special agent of the Northwestern 
Mutual Life. After three years with 
public utilities, becoming president of 
the Royal Gas Light Company, he went 
with the Connecticut Mutual as general 
agent. He was married April 24, 1896, 


3 : Mary Ayer, daughter of Benjamin F. 
p Ayer. 


Mr. Chase for many years has been 


» 4 sports enthusiast, when he was a 


_ young man becoming rackets champion 








B try. 
_ 4 good amateur fighter. 


| quet of 30 large roses. 
_ Presented a handsome humidor and also 














and also tennis champion of this coun- 
He was a boxing enthusiast and 


Robert Marsh, agent with Mr. Chase, 


' Was toastmaster at the dinner, which 
_ Was attended by over 100 persons. The 
| other Chicago general agents of the 


Connecticut Mutual, L. J. Fohr and 
Williamson & Wellbeloved, sent a bou- 
Mr. Chase was 


a scroll signed by the office staff and 
company officials. Several skits were 
Staged by the staff. President Loomis 
Presented a handsome gift in behalf of 
the home office. 


Enjoins License Revocation 


COLUMBUS, O., Sept. 26—The 
wonnecticut General Life has filed suit 
in the common pleas court here to en- 
join the Ohio department from revok- 
He its certificate to transact business in 
: Is state. A controversy has arisen 
etween the department and the com- 
Pany regarding the levying of taxes on 
Premiums received by it from other 
companies for reinsurance. The com- 
| yd declares that the law under which 
e department seeks to act is uncon- 
stitutional. It is understood that 
another suit of similar nature is now 
on its way to the United States Su- 
Preme Court from another state. 


Federal Union Hearing Oct. 17 


7 The case of the Federal Union Life 
re been sent for hearing in the United 
On of appeals in Cincinnati 





Evans Chosen as Insurance 


Society of Washington Head 


SEATTLE, Sept. 26—T. P. Evans 
of the Washington Survey & Rating 
Bureau was named president of the In- 
surance Society of Washington at its 
annual banquet. Mr. Evans succeeds 
Otto D. Sanford, Northern Life, being 
advanced from first vice-president. 

Other officers are: Ainsworth Blogg, 
Northwestern Mutual Fire, first vice- 
president; R. C. Jenner, Jenner Insur- 
ance Agency, second vice-president; 
Mrs. E. M. Miller, United Pacific Cas- 
ualty, secretary-treasurer. Chairmen for 
the various divisions are: R. J. Beech, 
General Casualty, casualty; E. A. Har- 
per, Northwestern Mutual, fire; J. G. 
Bradley, Northern Life, life; Stanley 
Holbrook, J. A. Wallen & Co., surety; 
P. P. Charles, Yangtze, ocean marine. 

W. L. Miller, superintendent group 
department Northern Life, spoke on 
“National Trends of Insurance Legis- 
lation.” 

Percy J. Perry, Seattle local agent 
and first president of the organization, 
was honored with the first life member- 
ship in the society, the presentation 
being made by J. K. Woolley, manager 
Washington Survey & Rating Bureau. 

R. S. Drake, manager automobile de- 
partment United Pacific Casualty, spoke 
on “Selling Individual Responsibility.” 


Ramsey to New York 


J. F. Ramsey, district agent of the 
Connecticut Mutual at Council Bluffs, 
Ia., has resigned to take up agency 
work for the Home Life in New York 
City. He has been in Council Bluffs 
214 years. 


August Ordinary Off 

August ordinary life sales declined 6 
percent, according to the Sales Research 
Bureau figures, the total for the year 
to date being below last year, although 
the year ending August 31 was ahead 
of the previous year. August sales in- 
creased 7 percent in the mountain states, 
5 percent in the Pacific, 2 percent in the 
west south central and 1 percent in the 
east south central. Other sections 
showed declines, New England being the 
greatest with 17 percent. Los Angeles 
showed a 10 percent increase, Philadel- 
phia 3 percent. The other cities showed 
declines, although Detroit’s total was 
only off 1 percent. 











PERSONALS 

















Stillman F. Westbrook, vice-president 
of the Aetna Life, was elected president 
of the National Community Chests & 
Councils at the annual meeting in 
Washington, as part of the conference 
for the mobilization for human needs. 
Mr. Westbrook has been connected with 
the Hartford Community Chest since 
its inception in 1924, with one term as 
president and takes charge of the na- 
tional organization at a time when it is 
preparing to spent $70,000,000. 


Charles E. Bowers, former home of- 
fice agency official of the Royal Union 
Life, was held up and robbed of $3,750 
cash by bandits in Los Angeles. He 
had displayed his roll a few minutes be- 
fore the robbery in a restaurant where 
he had offered to place the money on 
Max Baer in his’ fight with Joe Louis. 
Bowers has retired from the insurance 
business, and had gone to California 
several months ago. 


Oscar F. Nelson of Newton, Kan., was 
honored at a dinner dance in Wichita, 
by the Pacific Mutual Life upon his com- 
pletion of 25 years’ service for that 
company. Floyd Forker of the home 
office, Lem C. Swinney, Pacific Mutual 
agent at Wichita, and Charles H. Davis, 
supervisor of agencies, Chicago, at- 
tended. Mr. Nelson was presented with 
a diamond pin. He is president of the 





Newton Country Club and vice-presi- 
dent of the Rotary Club there. 





Life Insurance Protected 
for Benefit of Dependents 





The “Estate and Tax News” of the 
Harris Trust & Savings Bank of Chi- 
cago discusses the effect of life insur- 
ance contracts in the protection of de- 
pendents. It has been the effort of 
the life companies to stave off creditors 
from attaching proceeds of a life insur- 
ance trust. The “Estate and Tax 
News” says: 


Interesting Ames Case 


“The courts have long looked with 
favor upon life insurance contracts for 
the benefit of wives and children. From 
the earliest cases down to the present 
day the judiciary of most of the states 
have upheld and encouraged provision for 
dependents by means of life insurance, 
and where possible, have protected such 
proceeds from the claims of creditors. 
Moreover, most jurisdictions have 
adopted legislation which exempts either 
a part or all of the proceeds, including 
the cash surrender values, of life insur- 
ance payable to the assured’s wife or 


Ratio of Assets to 


women and children. 
Exceptionally low premium 


to sell yourself to us. 








children from the claims of creditors of 
the assured (and sometimes of the bene- 
ficiary), regardless of whether the in- 
surance is payable to the beneficiaries 
directly or in trust. 

“In a recent case (Gurnett vs. Ins. 
Co. 1934 Ill. Sup. Ct. 191 N. E. 250) 
the assured, K. L. Ames, had become in- 
debted to several Boston stock brokers. 
The brokers sued for recovery of the 
debt with interest, but in 1931, while 
the suit. was still pending, Ames died. 
Thereupon the creditors attempted to 
reach the proceeds of a life insurance 
trust which Ames had created in 1930, 
on the grounds that the policies in- 
volved had not been assigned to the 
trustee; that prior to his death, Ames 
had treated the policies as his sole prop- 
erty; that Ames had borrowed money 
upon some of the policies subsequent to 
the creation of the trust; that there was 
no disposition of any interest in the pol- 
icies to the trustee by Ames during his 
iifetime; and that the trust failed for 








Do You Want to Grow? 


(If so, this should interest you.) 
WE HAVE: 


Ample Resources 


Liabilities 121.94%. 


Tools in Our Kit 


A complete set of up-to-date policy contracts for men, 


rates showing low net costs. 


A Complete Development 
Plan 


A complete plan for Agency development built and 
directed by experienced fieldmen. 


A New General Agent’s 
Contract 


that is unusually interesting. 


We Are Hard to Please 


If you have a better than average record and are am- 
bitious to build a successful General Agency with a 
purely mutual Company, we offer you an opportunity 


Direct your letter to 
A. B. OLSON, Manager of Agencies 


GUARANTEE MUTUAL 
LIFE COMPANY 


OMAHA, NEB. 


ORGANIZED 1901 


Licensed in Twenty-five States and the District of Columbia 
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Our consistent month- 
ly and yearly gains 
in issued business are 
proof that we 
progressing rapidly 
and that our agencies 
are prospering. 


BANKERS LIFE 
INSURANCE COMPANY 


of NEBRASKA 


Since 1887 Lincoln 





























Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 
program: 

1. Training that will enable him to get into production early in his 

career. 


2. Supervision in the field under competent direction that will fix 
proper sales habits from the start. 


3. A prospecting technique that will give him enough of the right 
kind of people to see. 


4. Organized sales presentations that will sell life insurance. 


5. Daily Planning Charts and Time Control that automatically reduce 
“scatteration of effort." 


We have unusual opportunities right now for new men who are qualified to 
carry out this kind of a program. If you contemplate entering the field of life 
underwriting, we invite you to write us for particulars. 


Address your inquiry to 









Home Office: Portland, Oregon 


"Pioneer Mutual Life Insurance 
Company West of the Rockies” 


want of actual corpus while Ames lived. 

The trust agreement was described 
by the court as follows: 

“The agreement sets forth that Ames 
deposited the policies with the trustee 
and agreed to make the trustee the 
beneficiary of all of the policies. Ames 
thereafter caused the companies to 
change the beneficiaries in conformity 
with the trust agreement. The agree- 
ment further provided that Ames should 
continue to pay all premiums, assess- 
ments, and other charges required to 
keep the policies in force, and that he 
retain the power to exercise any right, 
option, or privilege given to him by any 
of the policies, including the right to 
change the beneficiary, to borrow 
money in accordance with the respective 
policy provisions, to use any of the 
policies as security for any purpose 
whatsoever, to receive any dividends, 
earnings, or other payments on the pol- 
icies, and to surrender any policy for its 
cash surrender value. In addition to the 
powers reserved with respect to the 
policies, the agreement provided that 
Ames should have the right to terminate 
it in whole or in part, or to modify it, 
or amend it. The latter power was 
twice exercised. The trustee agreed to 
hold the policies until Ames should in 
writing otherwise request or direct. If 
so requested or directed . . . the trustee 
was required to deliver the policies de- 
manded. . . . The trustee (also) agreed, 
upon his (Ames’) death, to collect (the 
proceeds of) the policies, and to ad- 
minister and dispose of the proceeds in 
conformity with the detailed directions 
prescribed in the trust agreement. 


What the Court Found 


“The court found that the evidence 
clearly established that Ames intended 
to provide financial security for his fam- 
ily through the medium of a life insur- 
ance trust. The powers and privileges 
reserved did not affect the obligations 
of the insurance companies to pay the 
proceeds of the policies to the trustee 
upon the death of Ames, nor could the 
designation of the trust company as 
beneficiary, and the resulting absence 
of assignment, affect the validity of the 
trust. The designation of a beneficiary 
in a policy of life insurance creates an 
inchoate gift of the proceeds of the pol- 
icy, which if not revoked by the assured 
in his lifetime, rests in the beneficiary at 
the time of the assured’s death; the 
continuing right to receive the proceeds 
of an insurance policy is not impaired 
by the unexercised right of the assured 
to designate another beneficiary. 
Neither did the trust fail for want of 
corpus; a trust is an obligation arising 
out of a confidence reposed in a person 
for the benefit of another, to conserve 
and distribute the property faithfully ac- 
cording to such confidence; a life insur- 
ance policv is property and may there- 
fore properly constitute the subject-mat- 
ter of a trust. Consequently, the court 
denied the contentions of the creditors, 
and the proceeds of the insurance were 
distributed to the beneficiaries in ac- 
cordance with the trust agreement.” 


L. C. Witten Celebration 


Lawrence C. Witten & Associetes, 

general agents Masachusetts Mutual, 

Cincinnati, observed the 20th anniver- 

sary of the founding of the agency by 

Mr. Witten with a dinner and an all 

aaa at the Cincinnati Country 
ub. 


_Mr. Witten had just returned to the 
city after a prolonged vacation in Maine 
where he has been regaining his heath. 


Sign American Life Agreement 
DENVER, Sept. 26.—The agreement 
for the reinsurance of the American 
Life of this city by the United Benefit 
Life of Omaha has now been signed 
by all interests concerned except the 
Colorado commissioner. 

The filing of the agreement, which is 
described by the receiver as very favor- 
able for policyholders, is being held up 
pending approval b-- the Colorado com- 
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Agency Vice-President. 

















missioner. 





Cet ea se cea 


COMMONWEALTH T 
LIFE INSURANCE CO. | 
LOUISVILLE, KY. 


ee 


BERCEEG ed seed SBN CRS Ts 








Septem 


The : 
on the 
nuities, 
followe¢ 
He inst 
technica 
drills h 
sends fh 
one int 


Suscept 
Inter\ 


The t 
surance 
will no’ 
of life 
deferrec 
structec 
to ask | 
surance 
note of 
100 ant 
new ag 
and wil 
life ins 
tion abe 

The « 
for the 
the anr 
terview, 
eral ag 
siderati 
necessa 
age, far 
the sal 


=—=_—— 


Stra 


(ce 


followi! 
influenz 
that th 
ter resi 
may ha 
like in 
shown 
tion ca 
last fev 
Ther 
lag bet 
tancies 
their p: 
of part 
lookout 
in the 
cause 1 
of insu 
during 
the lat 
the wa 
ing a 
risk, 
have a 
$1,000. 


COI 
arraigr 
age pe 
State ; 
report 
govern 
15,000 
sions ; 
has be 
The s 
the re 
and h 
service 
sions 
larger 
On the 
be ma 
recom: 
rewrit 
mende 


The 
eral A 
tween 
tended 









ings 


ree 


since 


net 


ewal 


ne 








& 

Op 
a 
i 
H 

it. BS 


ten i 


Aas aapestin ss 













September 27, 1935 





LIFE INSURANCE EDITION 











EE 


| New Agents and Annuities 





epee 

The system of putting new men out 
on the sale exclusively of deferred an- 
quities, on a cold canvass basis is being 
followed by a Chicago general agent. 
He instructs the new man in essential, 
technical facts concerning the annuity, 
drills him in a short sales talk, and 
sends him out to make cold canvass, 
one interview sales in office buildings. 


Susceptible to the One 
Interview Technique 


The new agent is not given a life in- 
surance rate book and is told that he 
will not be initiated into the mysteries 
of life insurance until he has sold 100 
deferred annuities. The agent is in- 
structed when he closes an annuity sale 
to ask the annuitant how much life in- 
surance he or she carries and make a 
note of this. The theory is that after 
100 annuity sales have been made, the 
new agent will have gained confidence 
and will have accumulated prospects for 
life insurance, with essential informa- 
tion about them. 

The deferred annuity, which provides 
for the payment of say $100 a year by 
the annuitant, is susceptible to one in- 
terview, cold canvass selling, the gen- 
eral agent believes. Underwriting con- 
siderations do not come up and it is not 
necessary to get preliminary facts as to 
age, family, etc., before proceeding with 
the sales argument. The Fidelity In- 


vestment Association of West Virginia 
and the Investors Syndicate, whose 
plans are really deferred annuities, use 
the one interview, cold canvass system. 
Their representatives enter one office 
after another, talk to the switchboard 
operator, boss, clerks or any one else. 

The new agent is primed with a few 
effective sales arguments. He is told to 
speak to the prospect in terms of $2 a 
week payments. If the prospect is an 
employed person, and objects that he or 
she can’t lay by that much, the agent 
is instructed to ask whether the em- 
ploye would quit if his salary were re- 
duced $2 a week. 

If the prospect is the operator of a 
business, the agent asks him whether 
he would close up shop if his profits 
were $2 a week less. If the answer in 
either case is no, the agent points out 
that the prospect therefore controls $2 a 
week, that an outlay of that sum would 
not cause undue hardship to the em- 
ploye or to the operator of the business. 
The agent is provided with a chart in 
the form of a horizontal pyramid show- 
ing what the deposit of $100 a year 
would create at the end of 20 years or 
25 years. 

This scheme avoids the necessity of 
tedious preliminary training, particu- 
larly as to technical details, and has 
proved useful so far in the case of this 
general agent in getting new men into 





production quickly. 








——-s 


Strain on Younger 
Men Is Manifest 


(CONTINUED FROM PAGE 1) 


following the high death rates of the 
influenza epidemic, tending to indicate 
that the survivors were those with bet- 
ter resistance to disease. However, what 
may have been true of a sudden epidemic 
like influenza may be less definitely 
shown in the case of insidious deteriora- 
tion caused by mental strain during the 
last few years. 

There is likely to. be a considerable 
lag before all those whose life expec- 
tancies have been shortened come to 
their premature deaths. Obviously it is 
of particular importance to be on the 
lookout for such cases, for their deaths 
in the next few years would presumably 
cause relatively greater losses per $1,000 
of insurance than would those who died 
during the depression itself, for many of 
the latter had built up considerable in 
the way of equities over the years, leav- 
ing a comparatively small amount at 
tisk. A new policy would, of course, 
ro a much greater amount at risk per 
1,000. 





Rap Ohio Pension Plan 

COLUMBUS, O., Sept. 26.—A bitter 
arraignment of the manner in which old 
age pensions are handled by the Ohio 
State administration is contained in a 
Teport released by the Sherrill state 
government survey, which charges that 
13,000 persons have been granted pen- 
Sions illegally and that the department 
as been made a haven for jobholders. 
The state administration of the fund, 
the report says, has abused its powers 
and has circumvented the state’s civil 
service rules. It is charged that pen- 
Sions were spread thin in order that a 
larger number of persons might be put 
On the list. A saving of $3,343,000 can 
be made by following the commission’s 
recommendations, it is asserted, and a 


rewriting of the pension law is recom- 
mended. 


Extend Modified Form 


The modified life policy of the Gen- 
eral American Life, formerly issued be- 





ee the ages of 30 to 60 has been ex- 
ended to include the ages 20 to 29. 


Finds Agent Was Libeled 

The Pennsylvania superior court, 
western district, has affirmed judgment 
against the Pennsylvania Mutual Life 
and in favor of a former agent on the 
ground that the company libeled the 
agent in reporting to the Pennsylvania 
insurance department that there was a 
cash shortage in his accounts of pre- 
miums collected. 

The court found that although there 
were arrears in Russell’s account there 
was no actual cash shortage. Russell 
proved a prima facie case. The burden 
was then on the Pennsylvania Mutual 
Life to show that the report was a privi- 
leged communication. There was suf- 
ficient evidence, the court held, for the 
jury to conclude that the Pennsylvania 
Mutual knew there was no actual cash 
shortage and that by making a report 
to the department that Russell was in 
default, he would be deprived of ob- 
taining employment as an agent in any 
other company. The insurer’s careless- 
ness resulted in a loss to Russell and 
ne be compensated, the court 
said. 





National Life Insurance 
Week Committee Is Named 


S. T. Whatley, vice-president of the 
Aetna Life, who is chairman of the Life 
Insurance Week committee, announcing 
the date for 1936, May 11-16, has de- 
cided on the committeemen, they being 
Henry E. North, Metropolitan; F. L. 
Jones, Equitable of New York; H. H. 
Armstrong, Travelers; H. B. Sutphen, 
Prudential; M. A. Linton, Provident 
Mutual; L. Seton Lindsey, New York 
Life; John Marshall Holcombe, Life In- 
surance Sales Research Bureau, who is 
the committee secretary; George K. Sar- 
gent, Mutual Life of New York; O. J. 
Arnold, Northwestern National Life, 
and T. M. Simmons, Pan-American 
Life. 

The publicity committee consists of 
C. V. Pickering, Aetna Life, chairman; 
Nelson A. White, Provident Mutual; 
Cyrus T. Steven, Phoenix Mutual; Earl 
Trangmar, Metropolitan; Stephen A. 
Swisher, Jr., Equitable Life of Iowa; 
Carl Ljung, Jr., Jefferson Standard, and 
R. B. Slattery, Penn Mutual. 

Copy for the national advertising 
campaign will not be prepared for some 











Aside from Unemployment 


EARNING POWER 
CAN BE STOPPED 
BY 5 EVENTS 


1. DISABILITY FROM ACCIDENT 
2. DISABILITY FROM SICKNESS 
3. LOSS OF LIMBS OR SIGHT 

4, OLD AGE 

5. DEATH 


No man can escape all of the above 5 hazards. 
He will either be a dead man or an old one. 
In addition he may suffer disability. 
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Regardless of What Happens 
INCOME MUST GO ON 


THE PACIFIC MUTUAL “5-WAY” POLICY 
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Efficiency a Fundamental Factor 


THE work of the Lire Orrice MAn- 
AGEMENT ASSOCIATION, which holds its 
annual convention in Cincinnati next week, 
merits thoughtful attention not only from 
specialists in that line but from everyone 
connected with the life insurance business. 
An important function of the association 
is to keep before the public consciousness 
the fact that life company home offices 
are run on a basis of modern efficiency on 
a par with the most progressive of the 
great corporations in other lines of busi- 
ness, 

It would be unfortunate if policyholders 
were to get the idea that life company 
home office and branch employes work less 
efficiently because the whip of discipline is 
less strenuously applied than in some other 
lines of business where the struggle for 
survival is keener than it is among life 
companies. By familiarizing themselves 
with the work of the L. O. M. A., men 
in the field are in a position to quell any 
uneasiness on the part of their clients as 
well as to gain renewed assurance that 
what they have to sell is being kept at the 
highest possible standards on every count. 

Not as a matter of competition does the 
Lire OFrric—E MANAGEMENT ASSOCIATION 
pursue its search for better and better 
methods. It is rather that its members 
feel, with Dr. Rautenstrauch, that it is a 
violation of trusteeship not to take advan- 
tage of all the latest and most effective 


Life Insurance Trusteeship 


CominG from the president of a me- 
dium sized company, a mid-western in- 
stitution, an Illinois company, a non- 
participating company controlled by 
stockholders, the utterances of Presi- 
dent H. A. Benrens of the CoNTINENTAL 
ASSURANCE of Chicago to his agents in 
their convention on the trustee relation- 
ship of life insurance is truly significant. 
It was an address that dealt with the 
real and right principles that should gov- 
ern company management, not only at 
the home office but in the field. We 
have heard much about the failure of 
some legal reserve companies and un- 
fortunately Illinois had too great a share. 
However, there is nothing wrong in the 
Illinois laws, the Illinois companies, the 
Illinois system. Traced back to the 
cause of failure, one cannot help but 
feel that the very fundamentals which 
Mr. Benrens presented as being the 
foundation stones of a successful com- 
pany were violated. Let us quote a 
paragraph or two from Mr. Benrens’ il- 
luminating and inspiring address. He 
said in discussing the conception of 
trusteeship: 

“Basic things are simple things, and 


methods that are available in that field. 

The Lire Orrice MANAGEMENT Asso- 
CIATION is unique among research organ- 
izations in that it does not depend on a 
research staff but on the active coopera- 
tion of the experts of its member compa- 
nies. In the association year just closing, 
625 offices or department heads of 137 
companies attended three conferences to 
contribute to and avail themselves of 
what the association is doing. In that 
year 94 officers and. technical experts of 
these companies served on committees or 
presented individual studies on manage- 
ment research. 

One of the outstanding contributions of 
the association is the encouragement it 
gives to junior officers and department 
heads to learn, through membership on 
L. O. M. A. committees, what is being 
done by other companies in their field. 
Another vital activity is the L. O. M. A. 
Institute, which sponsors and encourages 
study of efficient home office methods 
among employes of life insurance compa- 
nies and conducts examinations which in 
scope and high standards are comparable 
with those conducted by the ACTUARIAL 
Society oF AMERICA and the AMERICAN 
INSTITUTE OF ACTUARIES. EXECUTIVE SEC- 
RETARY F, L. RowLanp is to be congratu- 
lated on the fine institution that he has 
taken so vigorous a part in building over 
the last 10 years. 


that which complicates them is retarding 
and not helpful. Two plus two equals 
four. No amount of embellishment 
makes that statement any truer, clearer 
A life company is an 
institution of trust. It acts primarily 
as trustee for its policyholders. That 
fact charges everyone connected with the 
institution, whether in field or office, with 
the duty of helping to discharge that 
trust faithfully and well. It requires on 
our part, first of all, the realization 
that we are trustees and that our own 
interest must always come second to our 
duty to those who trust us. We must 
have and hold the sense of trusteeship 
with all that it carries with it of self- 
elimination and self-sacrifice. Whoever 
fails to approach his work in this spirit, 
be he the newest agent or an executive 
of the company, has no right to be 
in the life insurance business and the 
sooner he quits it the better for him 
and for the business. 

“What does it mean to build a great 
life company? It means the building 
of an institution best able and willing 
to carry out the trust reposed in it by 


or more useful. 


holder is not interested in how many 
such trusts a life company undertakes. 
His interest very definitely is in how 
well the trust he has created will be 
discharged. 

“The fidelity with which we discharge 
each trust the insuring public reposes in 
us must be the measure of our greatness 
and our success. That fidelity of pur- 
pose begins with the conscientious work 
of the soliciting agent. It continues 
through the home office in the careful 
and prompt handling of insurance de- 
tails. Last but not least, it depends 
upon the careful, painstaking investment 
of policyholders’ funds. Life insurance 
companies are fortunate in operating un- 
der state laws that require a maximum 
publicity of all of their affairs so that 
one can judge how faithful they are as 
respects all these things. So as we, 
here, rededicate ourselves to the com- 
bined upbuilding of a great institution, 
let us all, both field and office associates, 


do so on this basis of faithful individual 
service to policyholders.” 

In this particular sentiment Mr. 
BEHRENS summarizes that attitude of 
trusteeship and guardianship which 
should animate the management of every 
life company. The companies conscien. 
tiously managed and which have relja. 
ble and intelligent guidance are weath. 
ering the storm in magnificent shape 
The fundamentals of life insurance ar 
simple but yet are basic. They should be 
recognized, revered and followed. 

Once in a while it pays us all to have 
a rebaptism of the old time, old fash. 
ioned spirit. We are running so rapidly 
and are confronted with so many 
changes that we may overlook the more 
simple but yet are basic. They should be 
should guide us in our business actiyj. 
ties. Life insurance companies espe. 
cially are institutions that require the 
highest type of trust relationship. That 
should never be forgotten. 








PERSONAL SIDE OF BUSINESS 





P. R. Hawkins, assistant manager of 
the George Comer general agency of 
the Continental Assurance and Conti- 
nental Casualty in Detroit and former 
secretary of the Accident & Health 
Managers Club, has been confined to 
the hospital most of the past month fol- 
lowing an operation for acute appendi- 
citis. He is now able to spend a few 
hours daily at the office. 


Will M. Benton “and J. K. Blythe, 
wide awake men with the American 
Central Life in Amarillo, Texas, fitted 
up a booth at the Amarillo Tri-State 
fair. They met prospects, secured new 
names and addresses by having. visitors 
at the booth sign a card for a prize. 


R. G. Richards, agency secretary of the 
Atlantic Life, is teaching several classes 
at the evening school of the University 
of Richmond, among his subjects being 
life insurance salesmanship and govern- 
ment. 


John Sweeney, 21, senior at the Uni- 
versity of Notre Dame, son of Clarence 
Sweeney, general agent State Life of 
Indianapolis, and nephew of Robert 
Sweeney, president of the company, was 
killed in an automobile accident near 
Logansport, Ind. He was enroute from 
his home in Indianapolis to the univer- 
sity to resume his studies. 


W. I. Hamilton, vice-president of the 
Prudential, has retired as head of the 
New Jersey Chamber of Commerce after 
a service of 12 years. He will continue 
as chairman of the committee on federal 
activities and on New Jersey state water 
policies. 


A. M. Woodruff, who is retiring as 
vice-president in charge of the mortgage 
and loan department of the Prudential, 
entertained 150 members of his former 
department at a dinner at Milford, Pa., 
on his 70th birthday. 


_ Frank D. Shera, some years ago active 
in life insurance circles in Indianapolis 
as state manager of the Guarantee Fund 





policyholders. The individual policy- 


dent there. For several years he was 
with the National Life of Iowa and for 
two years made his home in Cleveland, 
In recent years he had been in the real 
estate business in Indianapolis. 


K. M. Sacks, agency manager of the 
Equitable Life of New York in Chi- 
cago, will sail from New York Oct. 3 
on the “Gripsholm,”’ Swedish-American 
liner, to visit his mother, Mrs. Liba 
Sacks in Telsiai, Lithuania, whom he 
has not seen for 11 years. Mr. Sacks 
has been connected with the Equitable 
since 1920. 


The mother of C. S. Caldwell, man- 
ager for Oklahoma and the Panhandle 
of Texas for the Life of Virginia, had 
four sons, including Mr. Caldwell, in 
the world war. Mrs. Caldwell, age 81, 
is Oklahoma state president of Ameri- 
can War Mothers and will attend that 
organization’s national convention in 
Washington this saree: 


H. B. Berwick, supervisor of agency 
field service for the Manufacturers Life 
of Toronto, after attending the Des 
Moines convention of the National As- 
sociation of Life Underwriters, visited 
the offices of his company in Chicago 
and then proceeded to Detroit for a visit 
with the Manufacturers Life people 
there before aaa: to Toronto. 


J. H. Higgins of Indianapolis and 
Dayton, O., who is known to most of 
the old timers in the insurance business 
the country over as one of the first and 
most successful field representatives of 
THe NATIONAL. UNDERWRITER, then the 
“Western Underwriter,” passed through 
Cincinnati last week accompanied by his 
wife and chauffeur, and stopped at the 
Palace Hotel, to which he had been ac- 
customed through the long years 0 
traveling in the past. Mr. Higgins left 
THE NATIONAL UNDERWRITER in 1922 
and went to Indianapolis to engage in 
the mail health and accident business 
where he is now president of the Amet- 
ican Travelers Association. He _ was 
born in Brown county, Ohio, where his 





Life, was killed in an automobile acci- 


father was a doctor and country school 
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nd lived not far from Higgins- 
a little town of 174 population on 
port hio River, from which the Hig- 
gins clan derives. As a young man Mr. 
Higgins sold up and down the country- 
side of Brown county and over the river 
counties in Kentucky Bibles and the life 
of U. S. Grant, who was born in another 
Ohio river town, Mount Pleasant, not 
tr from Higginsport. Mr. Higgins 
went to Dayton and engaged in the in- 
surance business with B. C. Coleman, 
ocal agent and secretary of the Day- 
ion Mutual Fire. While there he 
rad copies of the “Western Under- 
writer” and conceived the notion that he 
would like to work for that paper. An 
arrangement was made and he spent 
many happy years traveling in its in- 
terests. Mr. Higgins is now a man of 
property and substance and divides his 
time between Dayton and Indianapolis. 


Claris Adams, executive vice-president 
of the American Life of Detroit, made 
the “Constitution Day” address at Belle 
Isle, a Detroit suburb, on Sept. 17. This 
ave Mr. Adams an opportunity to dis- 
play his oratorical power. 





A. F. Pudrith, 62, vice president, di- 
rector and member of the executive com- 
mittee of the Michigan Life, died there 
after an illness of five weeks. He had 
been in business in Detroit since he was 
91, The pallbearers were all officers and 
directors of the Michigan Life: L. J. 
Treanor, Col. S. D. Pepper, H. P. Hen- 
shaw, G. F. Kelly, D. O. Hands and J. 
A. Hands. 


Miss Virginia Valentine, daughter of 
John J. Valentine, unit manager of the 
A. W. Carne agency of the Equitable Life 
of New York in San Francisco, has hung 
up a record as a golfer, shooting a 76 on 
the Lake Merced course in a two-ball 
foursome. The past year Miss Valentine, 
who is only 17, has reduced her handicap 
from 35 to 10. She is captain of Lowell 
high school golf team and plans to enter 
the northern California women’s open 
tournament as well as the Lake Merced 
tournament later this year. 


Vincent Chido of the Chido & Cooper 
agency of the Ohio State Life has been 
decorated with the Chevalier Cross of the 
Crown of Italy. He served in the world 
war and is a colonel on the staff of Gov- 
ernor Allred of Texas. 


Dr. W. S. Stevenson, 77, medical di- 

tector National Life of Des Moines 
from 1900 to 1933, died. He retired 
two years ago. 


Dr. C. C. Criss, president of Mutual 
| Benefit Health & Accident and United 
; Benefit Life of Omaha, has left the 
: hospital at Minneapolis where he has 
pbeen recuperating the past month from 
1 emergency appendectomy for ‘his 
home in Omaha. It will be several 








weeks before Dr. Criss will be able to | 


return to his desk. 

Harvey Wells, well-known insurance 
executive of Portland, and Oregon in- 
surance commissioner 1929-32, has been 
elected to the Oregon legislature. 

Stephen Ireland, vice-president and 
superintendent of agencies of the State 
Mutual Life, and Mrs. Ireland have re- 
turned from a two and a half month 
tour of Europe. Their itinerary took 
them to England, France, Switzerland 
and Italy, and they visited Glasgow, 
Edinburgh, London, Paris, Montreux, 
Interlaken, Lucerne, Como, Milan and 
other points on an extended tour. Their 
return trip was made on the Duchess of 
Richmond from Cherbourg. 


James H. Stover, pioneer life agent, 
died at Milwaukee at the age of 86. He 
started in Milwaukee with the Equitable 
of New York in 1888 under General 
Agent Gage E. Tarbell, who established 
his first agency in Milwaukee that year 
and now is senior director of the 
Equitable. 


Carrol C. Day, for 25 years state 
agent of the Pacific Mutual Life with 
headquarters in Oklahoma City, was 
honored Saturday at an all day meeting 
and luncheon in observance of that an- 
niversary, attended by 26 members of 
the state organization and representa- 
tives from Cincinnati, Nashville, Louis- 
ville, Houston, Phoenix, Los Angeles 
and New Orleans. 


W. H. Silliman of the Mutual Life 
of New York Seattle agency is cele- 
brating his 35th anniversary as a mem- 
ber of the company’s staff in that city. 
He is dean of the company’s represen- 
tatives on the Pacific Coast. 

O. B. Jackman, 76, director of agen- 
cies of Bankers Life of Des Moines, 
died from a complication of diseases. 
He had been in failing health for sev- 
eral years but had been able, however, 
in the past year, to be at his office up 
to several weeks before his death. Mr. 
Jackman had been with the Bankers 
Life since 1918. His first post was 
that of regional sales manager. Later he 
became assistant sales manager. In 
1928 he became superintendent of agen- 
cies, and then director of agencies. 

Soon after his admission to the bar 
in 1879, Mr. Jackman became secre- 
tary and manager of the Cedar Rapids 
Mutual Relief Association. Two years 
later he was appointed midwestern 
supervisor for the Fidelity Mutual Life. 
Leaving the insurance business for a 
number of years, he reentered it as gen- 
eral agent for Northwestern Mutual 
Life at Boone, Ia., a position which he 
held until he became identified with 
Bankers Life. 








NEWS OF THE COMPANIES 





Reliance Mutual Report Made 


"Minos Department Gives Its Findings 
After an Examination of Chicago 
Company 
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a The Illinois department has issued its 
“Teport on the examination of the Reli- 
/ance Mutual Life of Chicago. The re- 
Port shows that $12,708 was contributed 
''o surplus subsequent to the comple- 
/ton of the work of the examination. 
The surplus is therefore increased to 
(100,000. The report says that the com- 
»Pany has a considerable percentage of 
its assets invested in real estate prop- 
erties and mortgage loans and therefore 
in the future its securities should be con- 
fined to those of a liquid nature in order 
‘0 diversify the holdings. 
| The Reliance Mutual Life is a mutual 
p legal reserve company that started 
p Nov, 21, 1929. Its assets are $754,965 
nd surplus at the time of the examina- 





tion $87,292. The report says the cash 
position is commendable as the current 
obligations total only $9,678 while mar- 
ketable assets and cash approximate 
$65,078. The majority of its loans and 
real estate came through the reinsur- 
ance of the Covenant Life. At the time 
the business was taken over the lien 
was determined to be 25.57 percent. Its 
premiums last year were $67,493 and 
total income $100,568. It paid policy- 
holders $25,972 and its total disburse- 
ments were $118,290. Its insurance in 
force is $2,965,879. 


Ordered to Replenish Fund 


The Illinois insurance department has 
issued an examination report on the 
Home Mutual Benefit Association of 
Vienna. The number of members is 1,- 
719. Admitted assets are $843. In 1934 
a total of $19,500 was paid on 21 claims. 

The department ordered the concern 
to pay a stipulated salary to the secre- 
tary instead of permitting him to draw 























PROVIDEN 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 
FOUNDED 1887 


or 


LIFE e ACCIDENT e HEALTH @¢ AND 
GROUP INSURANCE 


“Or 


Robert J. Maclellan W. C. Cartinhour 
President Vice-President and Secretary 


















More Money for Quality Business 





Less Money for Poor Business 









Under our new General Agent’s Contract which 
our men say is 





“RIGHT” 


It pays you extra money— - 
1. For policies of $1500 and over. 
When full first year’s premium is paid. 
For yearly increase of insurance in force. 
When full second year’s premium is paid. 
For good second year persistency. 
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Besides — 


Liberal first year commissions and non-forfeitable renewals. 
New standardized agent’s contracts which attract quality men. 
Up-to-date policy forms that appeal to today’s buying public. 


MONTANA LIFE 


INSURANCE COMPANY 
HELENA, MONTANA 


A Company That Invites Inspection and Comparison 


(A Few General Agency Openings in California, Oregon, Washington 
and Minnesota) 


| LEE CANNON, Superintendent of Agencies 
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Measure of Service 


To Our Policyholders 
Their Beneficiaries 
and Our Field Force 


The 


F'EDERAL RESERVE LiIFE 
eJ INSURANCE COMPANY 


Kansas City, Kansas 


Extending an Extra : 




































































Achievement— 
An Increase of $34,410,379.00 insurance in force during 1934. 


More than $14,000,000.00 Increase in Assets and $5,500,000.00 
a in Surplus from December 31, 1929, to December 31, 
1934. 


Grown to a half billion dollar Company in 30 years. 


Excellence— 


The prestige that arises from financial stability and years of 
fair dealing is enjoyed by each Anico representative. Practical 
and attractive selling features open new avenues of business and 
complete the equipment of the man in the field. 


Power— 
$124.58 in Assets for each $100.00 of liabilities. 


$52,721,865.75 in Assets and $10,401,100.02 in Surplus on De- 
cember 31, 1934. 


Plans— 


Agency Conventions announced for 1936. 
Extension of agency development in both old and new territories. 


ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL 


INSURANCE COMPANY 
GALVESTON, TEXAS 


W. L. Moody, Jr., President F. B. Markle, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies) 























whatever is left in the expense fund 
after all other expenses have been paid. 
The concern was ordered to replenish 
the guarantee fund to meet the mini- 
mum requirements. D. J. Hood is presi- 
dent, W. M. Turley, treasurer, and F. 
M. Huffman is secretary. 


Absorbs Capital Life, Ottawa 


The Capital Life of Ottawa, Can., 
has been taken over by the Confedera- 
tion Life of Toronto, all policies being 
reinsured. The agreement provides for 
the payment by the Confederation Life 
in 1937 of dividends to the participating 
policyholders of the Capital Life. The 
Capital Life was organized in 1911 at 
Ottawa, starting in business in January, 
1912. John J. Lyons is president and 
A. E. Corrigan, vice-president and man- 
aging director. The assets are $1,800,- 
000 and its business in force is $11,- 
500,000. 


Cushman Traveling Auditor 


Robert G. Cushman, formerly con- 
nected with the Life of Virginia’s ac- 
counting division of the production de- 
partment, has been named _ traveling 
auditor. He succeeds E. A. Brooks, 
who has recently been appointed man- 
ager of the Florence, S. C., district. 


Reinhardt Organizing Agencies 
J. F. Reinhardt of the home office 


agency department of the Capitol Life 
of Denver is in the Pacific northwest or- 








ganizing general agencies. The con 
pany is expanding its plant in Oregg, 
and Washington. ' 





Two Companies of Same Nam 


President Alfred Holzman of th 
Prudence Mutual Benefit of Wilmin; 
ton, Del., calls attention to the fact the 
a company by the name of the Prudeng, 
Mutual of Sacramento, Cal., hag he 
engaged in litigation and there has bey 
an attack made on _the California cop, 
pany. President Holzman states thy 
his Prudence Mutual has nothing to 4 
whatever with the California compay, 
and never heard of it until this litig, 
tion came up. 


J. W. Murphy Named Superviso, 


John W. Murphy, who recently joing 
the Life Insurance Company of Vj. 
ginia, has now been designated a supe. 
visor of the ordinary agency depar. 
ment. 





Start Outdoor Advertising 


The Old Line Life of America, Mj. 
waukee, is inaugurating an outdoor a. 
vertising campaign, in addition to pub. 
lication advertising. The new campaign 
will be confined to Milwaukee count 
for the present. 





A dividend of $4 a share has bem 
voted by the Travelers, payable Oct. | 
Dividends of equal amount were yota 
at the end of both first and second quar. 
ters of the year. 








LIFE COMPANY 


CONVENTIONS 





Penn Mutual Agents Gather 


President Law, Vice-President Davis 
Attend Conference at White 
Sulphur Springs 








Agents of the Penn Mutual Life at 
the annual convention in White Sulphur 
Springs, W. Va., contributed all of the 
program except for the addresses of Pres- 
ident W. A. Law, Vice-president F’. H. 
Davis, and George Wharton Pepper, 
general counsel, formerly United States 
senator. About 400 were in attendance. 
There were general and group sessions. 

Mr. Davis gave a picture of condi- 
tions in the field and agency conditions 
generally. Mr. Law detailed the com- 
pany’s investments and financial status, 
with comment on business conditions 
affecting life companies’ investments. 

The program for the three mornings 
comprised 10 main topics: Increased 
earnings through salary savings, increas- 
ing the minimum size of policies, suc- 
cessful ideas that have brought results 
in the last year, social security through 
retirement income, prospecting, selling to 
better than average prospects, the tech- 
nique of prestige building (round ta- 
ble), organized metheds of a successful 
underwriter, national advertising and di- 
rect mail as business aids, and special 
honor recognition. A sales demonstra- 
tion was given with each topic. The 
“successful ideas” theme was handled 
by 13 speakers, who touched on the 
most effective 1935 approach, most ef- 
fective 1935 answer to an objection and 
most effective 1935 closing point. 

The main convention was followed by 
a meeting of the Penn Mutual Agency 
Association, made up chiefly of general 
agents. This was their annual confer- 
ence with officials. 





| Northwestern Mutual Agency 


Officials Are Active in Field 


Grant L. Hill, director of agencies, and 
J. J. Hughes, assistant director North- 
western Mutual Life, Milwaukee, were 
in Omaha Monday to talk at a meeting 
of the Franklin Mann general agency. 

U. H. Poindexter, assistant director of 








agencies, represented the home office at 
a tri-agency meeting of Michigan general 





agencies at Kalamazoo. W. Roy Bryant, 
general agent there, was host and the 
general agencies of Ira Blossom, Gran 
Rapids, and G. M. Stinson, Flint, partic. 
pated. Herbert L. Cramer, general agent 
at South Bend, Ind., and F. A. Morse o 
that agency also were on the program. 

L. J. Evans, assistant director, will 9 
to New York City for meetings of the 
Recht & Kutcher and W. F. Atkinson 
agencies Oct. 3, and Clifford L. McMillen 
Oct. 4. 

The meeting of the Herbert L. Cramer 
agency at South Bend Oct. 1 will be a 
tended by Mr. Hill and Russell Thier- 
bach, assistant director agencies. 

Mr. Thierbach will be in New Yor 
Oct. 3-4 as home office representative 
to meet with the committee and discus 
plans for the annual eastern meeting of 
Northwestern Mutual agents January it 
New York City. Roger A. Clark, gener 
agent at Pittsburgh, is chairman of the 
committee for that meeting. 

Agents of the Northwestern Mutu 
Life attended a conference in Lockpot. 
N. Y., last week. The home office wi 
represented by Edmund Fitzgerald, e 
ecutive vice-president, and H. R. Ricker 
assistant secretary. 


Northwestern National Has 
Convention of Texas Agents 








The Texas convention of the Nort 
western National Life, under direction 0 
Homer G. Hewitt, state manager, wa 
held at Kerrville, Tex., with all full-tim 
agents except two qualified to attend # 
guests of the company. Mr. Hewitt 
spoke on the importance of servicing 
icyholders in decreasing lapsation. 

W. F. Grantges, agency director, spok 
on “A Balanced Day’s Work.” He urge! 


each agent to keep a sales chart to chet F™ 
on new contacts, new prospects, calls, it: z 
terviews and sales, in order that the age! > 


may determine whether he is using th 
proper time control. 

Dr. H. W. Cook, vice-president at 
medical director, spoke on “Liaison Be 
tween the Agent and the Underwriting 
Department.” He emphasized that ti 
underwriting department is ever in syt 
pathy with the agent in consideration © 


risks and that cooperation reduces F} 


jections. 

Dr. Cook visited the San Antonio, Au 
tin, Houston, Waco, Fort Worth att 
Dallas agencies after the convention. 
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ey ane MUTUAL TRUST 
N of thle ” Resi pointed general agent for Nebraska, 
ilming. “Tommy Tho —_ ae succeeding Leo H. Ager of Lincoln, : = ’ 7 

© fact thy ; who resigned to enter another line of LIFE INSURANCE a, COMPANY 
> Prudenoflm Gives Up Management of Connecticut | business. Mr. Wallace for a number of 

aS bee General in Peoria, Ill., to Devote years has had 13 eastern Nebraska ocala it deane 
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his litig. ticut General in Peoria, IIl., effective | 28ency developer and supervisor tor the 

OTN Nor, 15: FULL LEVEL PREMIUM 


Nov, 15. 
Mr. Thompson has for the past few 
months been convalescing from a strep- 
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ys Cc. E. THOMPSON 

Morse i HM tococcic infection which kept him away 

oil from his office most of last winter and 

ae ie spring. For the next few months he 

‘tkinsos f Wil devote his time to his own agency, 

reMilks which during the past three years has 
‘ been in charge of his assistant. 

Cast Prior to his appointment in 1392, he 

tI be a Me N28 for nine years affiliated with the 

Thier. Travelers and for eleven consecutive 

| years has served as_secretary-treasurer 

w Yori of the Life Underwriters Association of 

entative Peoria. s . 

discus ( _ He is a national figure due to his ap- 

eting of Je Peatances at meetings of the National 

uary i Association of Life Underwriters with 

gener! fim his musical broom. Last week he made 

of the ee 2 dig hit at the Des Moines conven- 
‘tion. 

Matul ; 

yckpor: Guarantee Mutual Appointments 
:e ; ‘ 

‘id — | _ The Guarantee Mutual Life of Omaha 

Ricker, ) has appointed W. E. Smock, for the 


» past year regional manager for the 

i Yeomen Mutual Life at Los Angeles, as 
: general agent at Pasadena, with offices 
das — °t.1790 East Orange Grove avenue. 

) , J. N. Osterud of Spring Valley, Minn., 
gen has been named general agent for 12 
z Southern counties in that state. Mr. 
) Osterud is president and manager of 
the Osterud Agency, a special life de- 
| partment being added. 
Clyde I. Bixler, Everly, has been ap- 
' Pointed general agent for four northern 
Towa counties. Mr. Bixler was for- 
merly superintendent of schools at Em- 
+ mettsburg, Ia., and has been in life 
insurance for three years. 


Shedd With Fidelity Union 


L. C. Bradley, vice-president and 
agency director of the Fidelity Union 
Life, has appointed C. E. Shedd as man- 
ager of the home office agency in Dal- 
las. Mr, Shedd is an experienced life 
surance man who has been northeast 
Texas manager of the Volunteer State 


ite for six years with headquarters at 
Dallas, 
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asi Wallace Takes Entire State 
Ausf Hugh E. Wallace, who has been in 
, and fm Charge of the Omaha agency of the 
e Connecticut Mutual Life, has been ap- 








Great American Life, with headquarters 
in the Tower Petroleum building, Dallas. 
His territory extends from Dallas to 
Waco on the south and Corsicana on the 
west. 


Kahn Leaves Life Field 


Edwin C. Kahn of Salt Lake City, 
for years in charge of the intermoun- 
tain branch there of the Aetna Life, 
has become manager of the Salt Lake 
City division of the Investors Syndicate. 


Opens Life Department 
The E. R. Ledbetter Insurance Com- 
pany, Oklahoma City, is expanding and 
adding a life insurance division under 
Garry Gharrett. It will represent the 
Aetna Life. Mr. Gharrett has been gen- 
eral agent for the Yeomen Mutual Life. 
Previously to that he had been assistant 

manager for the Ohio National. 


Returns to Jefferson Standard 


The Jefferson Standard Life an- 
nounces that J. Burkloe Brown has re- 
turned to its rolls and has been ap- 
pointed agency organizer in Maryland 
with R. S. Farley, manager, in the Balti- 
more Trust building, Baltimore. 


O’Sullivan With Benjamin Franklin 


Mike O’Sullivan, who resigned recent- 
ly as vice-president of the Sunset Mutual 
Life of Los Angeles, has been appointed 
southern California manager for the 
Benjamin Franklin Life, a “chapter 6” 
assessment life, health and accident com- 
pany. 


Rowland Named in Dallas 


A. A. Rowland has been named gen- 
eral agent in Dallas by the Great Amer- 
ican Life of San Antonio. His offices 
are in the Tower Petroleum building. 


Harris with Franklin Life 
C. C. Harris has assumed his duties 
as St. Louis general agent of the 


Franklin Life with offices in the Rail- 
way Exchange building. He formerly 















THREE PERCENT RESERVES 


PARTICIPATING INSURANCE FOR 
MEN, WOMEN AND CHILDREN 


PIONEER IN JUVENILE INSURANCE 
POLICIES "JUST LIKE DAD'S" 


OPERATES EAST AND WEST 





Maine New Jersey Nebraska 

Vermont Ohio North Dakota 

New Hampshire Michigan South Dakota 

Massachusetts Wisconsin California 

Connecticut Minnesota Oregon 

Rhode Island lowa Washington 
Illinois 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 


























THE UNITED STATES LIFE UomranyY 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
































HOME OFFICE: 156 Fifth Avenue, New York City 
Life men who write automobile or fire 


TAKE BOT insurance, as well as life, should read 


The National Underwriter (Fire, Automobile and Casualty section, $4 a year), as 


well as the Life Insurance Edition. Both or one subscription, $5.50 a year. 
SEND ORDER NOW TO A-1946 INSURANCE EXCHANGE, CHICAGO. 
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MOVING AHEAD! 


With conditions everywhere improving, Atlantic field men are profiting 
in all parts of our territory. Our paid business this year shows a substantial 
increase over 1934, with larger gains anticipated in the months ahead. 


Atlantic offers its representatives all the tools with which to write busi- 
ness and a line of modern policy contracts that fit all needs and are offered 


at low guaranteed cost. 


Atlantic Life Insurance Co. 


Angus O. Swink 


RICHMOND, VIRGINIA 


William H. Harrison 
Vice-Pres. & Supt. of Agencies 
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Consider for instance—prompt 
payment of claims—service to 
policyholders and agents— 
financial stability — aggressive- 
ness — management — liberal 
policy contracts—experience— 
and this company is outstanding. 


It offers you an ideal agent’s contract and will 
take a personal interest in your welfare. If 
interested write 


LEE J. DOUGHERTY, PRESIDENT & GEN’L MGR. 


GUARANTY LIFE 
INSURANCE COMPANY 


Davenport, Iowa 











“Tonight In The South” 


Always A “Best Bet” 
In Radio Programs 


WAPI 
SUNDAYS 


9:00 P. M. 
aca. Re 
Dial 1140 





LIFE INSURANCE Q. 
BIRMINGHAM, ALABAMA. 
S. F. Clabaugh, President 

















was with the Provident Mutual and the 
Northwestern National Life. 


Dorion Named in Detroit 
DETROIT, Sept. 25.—Harold S. 
Dorion has been appointed general agent 
for the Manhattan Life and will open 
an agency in the Fox Theater building. 
The appointment was made by 
O’Toole, supervisor for Michigan and 
part of Ohio. Mr. Dorion has been with 
the Detroit branch of the Aetna Life 
for a short time and for 10 years pre- 
vious had been with the Metropolitan 
Life as agent and supervisor. 








McGee with State Mutual 


O. M. McGee has been appointed as- 
sociate general agent of the State Mutual 
Life at Columbus, O. Recently he has 
been with the General Mutual Life of 
Van Wert. 





Life Agency Notes 


H. G. Law has been appointed man- 
ager of the London, Ont., agency of the 
Northern Life of Canada. 

The new Union Mutual Life of Seattle 
is opening an office at Walla Walla, 
Wash., and is expanding its territory in 
that section. 

M. B. Wallace has been appointed man- 
ager of the North American Life of Chi- 
cago at Waukegan, Ill. He was formerly 
an agent of the company at Sheboygan, 
Wis. 

J. H. Cowles, Los Angeles general 
agent Provident Mutual Life, has opened 
an office at Long Beach, in the Heartwell 
building, with Virgil J. White as district 
agent. Mr. White has been in life in- 
surance for six years, mainly with the 
Provident Mutual in Pasadena. 


Graham Kirkpatrick has opened a new 


agency in Atlanta for Protective Life of 
Birmingham. 
had been manager of the company’s first 
Georgia agency in Columbus. 
that time he was a member of the sales 
force at Selma, Ala. 


Since November, 1934, he 


Prior to 


Kentucky Central Roundup 


Over 200 are attending the annual 


home office convention of the Kentucky 


Central Life & Accident in Louisville 
this week. The convention is the climax 
to the service anniversary campaign in 
honor of T, O. West, secretary-treasurer 
of the company, and also the 33rd anni- 
versary of the company. Mr. West, who 
has been ill for some time, recently re- 
turned to Louisville from Battle Creek, 
Mich., where he was convalescing. 
Collections for the company are 3.85 


ago. 


Dedication Ceremonies Oct. 2 


Invitations have been sent by the 
Columbia Life of Cincinnati, to the 
opening and dedication of its beautiful 
new home office Oct. 2. President S. 
M. Cross, assisted by other officers, will 
be host to visitors from 4 o’clock in the 
afternoon to 7 o’clock in the evening. 
A two day program has been arranged 
for t!-ose agents who qualified to attend 
the dedication. 

The white brick building is placed 
some distance back from McMillan 
street at Woodburn avenue on a large 
landscaped plot. Before the building, a 
large fountain plays. 


percent better than they were a year 








RECORDS 


——__ 

Northwestern Mutual Life—so4 39) _ 
207 new paid business, including a, 
nuities, for August, an increase of 41.79 
percent. Annuities soared to $5,965. 
621, accounting partly for the large ig. 
crease in total business. Annuity rate 
of the company were increased on Ay 
1, Issued business in August was $99. 
700,501, making the largest of any mont 
this year. For the first half of Septem. 
ber, Northwestern’s new issued busines 
showed an increase of 30 percent, Fo, 
the first eight months, new paid for bug. 
ness, including annuities, reached , 
total of $183,144,153, a gain of 15,3 
percent. 

Bankers National, N. J.—Augus; 
largest production month in five years 
paid business increasing more than 10 
percent and the written 54 percent, 


Great Western, Des Moines—Ac¢. 
dent and health sales for year gain 3 
percent and life 49 percent. August 
life increase 30 percent. 

Bankers Life, Neb.—lIncrease of 1 
percent in business submitted during 
the first nine days of September. Spe. 
cial drives for new business are being 
made in September and October, desig. 
nated as policyholders’ months, the pro- 
gram including intensive solicitation ot 
old clients. Several agents report up to 
81 percent of new business coming from 
present policyholders. August gain was 
50 percent. 

Security Mutual Life, Neb.—J. W. 
Maloney, Omaha, won the secretaryship 
of the $150,000 club, in a contest just 
closed, writing $234,023. T. S. Rogers 
of Oklahoma was second with $222,500, 
gaining the presidency by overtopping 
Mr. Maloney on points, and Len J. 
Davis, Hastings, Neb., third, with $184- 
000. Twelve men qualified with a 
average production of $172,000, as com- 
pared with $154,000 in 1934. Their 
work represents half the total produc 
tion of the company for the year. 

Cc. OQ. Fischer, St. Louis, Massachusetts 
Mutual—Delivered $434,883 of new in- 
surance for August, and ranks fifth 
among all the agencies of the company 
for that month. R. E. Lord ranks first 
in the St. Louis agency, and eleventh 
among all agents of the company, for 
the first eight months in volume of de- 
livered business. 

G. W. Schoeffel, Portland, Ore., Oregon 
Mutual Life—August best applied-for 
business month in 30-year history. Paid 
business in the first eight months 70 per- 
cent ahead. 





Meet at Mackinac in 1936 


The 1936 convention of the General 
American Life’s production clubs will be 
held on Mackinac Island early in Jul, 
combining a Great Lakes cruise and ho- 
tel sessions on the island. 


Hull Speaks in Canada 
Managing Director R. B. Hull of the 
National Association of Life Under 
writers spoke Thursday noon before the 
Toronto association and that night 
before the Hamilton (Ont.) association 





on individual provision through life i 
surance. 








APING THE MILLIONAIRE AGENTS 


— 





Does the average life man learn much 
from the millionaire producer? Very 
often he feels that probably his tech- 
nique is wrong or his ways are out of 
joint because he does not become a 
millionaire writer. There are very few 
in the millionaire class. The great 
body of men write a far smaller busi- 
ness. A modest agent, W. H. Knapp 
of Meadville, Pa., has this to say: “It 
seems to me that the million dollar pro- 
ducers have done life insurance business 
much harm. Their methods are not 














suitable for contacting small men. The 
average life agent is more harmed than 





helped by social connections, big men’s 
friendships, etc., because he begins to 
live in the land of hope and promise. 
The easiest prospect for the average 
man to sell is the perfect stranger; in 
other words, cold turkey prospects. 

“Why are company managements s0 
afraid of the hard way? It seems to 
me that this may be due to the fact 
that many agency managers do not like 
the hard way and do not realize its im- 
portance. Some do not know how the 
hard way can be traversed. You cat- 
not get an organization to do something 
that you will not do yourself.” 
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NEWS ABOUT LIFE POLICIES 





Policy Literature, 
Digest” and “Li } 
PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Rate Books, etc. Supplementing the “Unique Manual- 
ttle Gem,”’ Published Annually in May and March 


respectively. 





Lincoln National Rate Change 





Manual Completely Revised, with Higher 
Premium Scale on Many Forms, 


Including Annuities 





The Lincoln National has revised its 
rate book, bringing out new increased 
rates for many forms, but also retaining 
the old values in many cases. The in- 
crease is general on all non-participating 
life, endowment and term policies, ex- 
cept joint life, preliminary term and fam- 
ily income contracts, and also results 
in increased annuity premiums, save on 
survivorship annuities. 

There is no increase on single pre- 
mium life or endowment contracts as the 
rates were revised upward some time 
ago. Extra premiums for sub-standard 
insurance are not increased. The rates 
for the payor clause in juvenile insur- 
ance are increased approximately 4 per- 
cent. Rates for life expectancy and the 
emancipator policy are increased slightly. 
There are also increased values on en- 
dowment annuities which, while they 
have been non-participating, after the 
effective date, Oct. 1, will be participat- 
ing. The participating feature and the 
increased values on these contracts near- 
ly or quite offset the upward revision 
in rates. The new maturity values are 
age 55, $1,610; age 58, $1,514; age 60, 
$1,450; age 62, $1,386; age 65, $1,290, as 
compared with the old values of $1,555, 
$1,445, $1,375, $1,300 and $1,200, respec- 
tively. 

Retirement Income Change 


The annual premium retirement in- 
come contracts heretofore have been sold 
at $80 per unit up to age 35; the rate 
Oct. 1 is increased to $82.50 up to and 
including age 45. 

The new life and endowment rates 
at quinquennial ages per $1,000 insur- 
ance are: 

Life and Endowment Policies 


20 Pay Life End. 
Ord. Pr. 20 Yr. Exp.& 85 10Yr. 
Age Life Risk End. Emanc.C.P. Term 
20...$13.48 $21.33 $42.07 $10.38 $14.70 $ 8.08 
%... 15.25 23.48 42.29 11.35 16.57 8.32 


20 End. 20 Yr. 
at65 Pay End. 


17.14 25.19 36.45 
19.87 27.95 36.74 
23.57 31.29 37.25 
28.77 35.50 38.32 
36.32 40.85 40.21 


0...21.95 44.34 
1...21.58 44.06 
2...21.25 43.72 
3...20.96 43.36 
5...20.54 42.61 
8...20.49 41.79 
0...20.96 41.67 
4...22.38 41,82 


aes 0246 oft0 «££  ". 8086 -Ce08 


The annuity rates at quinquennial ages 
Per $10 monthly income unit for prin- 


“cipal contracts are: 


Annuity Contracts 


Single Prem. (Male) 5star 5star 
4 Imme- td. End End. 
/Age diate Return Ann Ann. 
q Age at58 at 62 
| ae $2,400.18 20..$ 24.81 $ 20.49 
= yee 2,263.51 25. 30.33 24.54 
50..$1,927.76 2,120,06 30 38.09 30.06 
© 55.. 1,729.16 1,973.68 35 49.64 37.98 
60.. 1,522.95 1,791.28 40 68.09 49.86 
65... 1,315.14 1,643.49 45 101.21 69.0 
70.. 1,112.46 1,504.27 50 176.06 104.36 
5.. 921.62 1,311.28 
Other Modifications Made 


Rates for participating and joint life 
Policies, the extra family income pre- 


»Mlums, survivorship annuities and group 


merance also have not been increased. 
‘ndowment options 1 and 2, consisting 





of endowment policies is unchanged but 
option 3 taking the form of an annuity 
is changed to conform to the new an- 
nuity rates. 

The ordinary and 20-payment life pol- 
icies issued on the premium reduction 
plan bear increased premium rates for 
first year of insurance and subsequent 
years, the increase being in the same 
amount as similar premiums on the level 
premium plan. Guaranteed values re- 
main unchanged except on endowment 
annuity and retirement income contracts. 

The Lincoln National after Sept. 30 
will not quote rates on the life ex- 
pectancy and emancipator contracts at 
ages above 60. Because of conflict at 
older ages between the life expectancy 
and 20-year term rates, and also be- 
cause few 20-year term policies are is- 
sued, 20-year term is to be abandoned. 


Uniform Values, Benefits 


Cash values and cash benefits on the 
annual premium retirement income have 
been made uniform for all ages at issue 
and for both males and females, being: 
Second year, $103.07; third year, $188.24; 
fourth year, $276.68; fifth year, $368.51; 
tenth year, $883.52; 15th year, $1,506.17; 
20th year, $2,245; 25th year, $3,140; 30th 
year, $4,229; 35th year, $5,553. Above 
age 45 unit premiums on this contract 
will be the same as the present rate. 
Death benefit will be cash value at end 
of policy year of death, but never less 
than the amount of premiums paid. All 
reserve accumulations in the contract 
will be at 4 percent instead of 4% per- 
cent as heretofore. Incomes per unit 
will be: 


Ann, Prem. Retirement Income (Males) 


——at 60——_,_ -————-att 65 __,, 
a Monthly Henny Monthly 
: e ef. 


Life Ref L Ref 
Ag Ann. Ann Ann Ann. 
ME westace $51.25 $43.77 $75.86 $62.09 
AD caaeee 30.25 25.84 46.16 37.7 
We weonas 22.46 19.18 35.15 28.77 
, eee 16.06 13.72 26.10 21.36 
(| eee 10.77 20 18.66 5.27 
| Ree 6.32 5.40 12.52 10.25 
We eaeer 7.34 6.01 


come, 
$1,000. However, $920 instead of $930 
is accumulated for the purpose of arriv- 
ing at cash values, and death benefits 
per unit after Sept. 30 will be: First 
year, $940; second year, $985; third year, 
$1,035; fourth year, $1,076; fifth year, 
$1,119; tenth year, $1,362; 15th year, 


$1,657; 20th year, $2,016; 25th year, 
$2,453; 30th year, $2,984; 35th year, 
$3,630. Death benefits per unit are the 


same as cash values except never less 
than $1,000. Income per unit will be: 


Single Premium Retirement Income 


———at 60, -————at 65 ___, 
Monthly Monthly Monthly Monthly 
Life Ref. Life Ref. 








Age Ann. Ann Ann Ann. 

¥F $36.56 
1. sere $31.59 $26.90 44.67 $36.56 
| See 21.34 18.23 30.17 24.70 
Oe cacene 14.42 12.32 20.39 16.69 
SO ccitees 9.74 8.32 13.77 11.27 
ee 8.00 6.84 11.32 9.27 
Reliance Non-Par Rates Up 
Surrender Charges Increased — New 

Paid-up at Age 75 Contract 
Is Issued 





The Reliance Life’s non-participating 
rates have been generally increased. By 
increasing the surrender charge and ex- 
tending it to the 15th year the company 
has reduced cash values on new issues, 
thereby reducing the incentive for early 
surrenders. This change in surrender 
values affects both participating and 
non-participating policies since the same 








Our Salary 
Savings Plan 


alert life insurance agent 
MONTHLY PREMIUMS OF ONLY 
ONE-TWELFTH THE ANNUAL 
PREMIUM 





Every form of policy issued by the Company is avail- 
able under this plan, which can be extended to the 
wives and children of employees. 


The insurance is issued, in the majority of cases, on 
non-medical applications. 


Home Office assistance in prospecting, and in contact- 
ing employers. Attractive printed material. 


THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


Chattanooga, Tennessee 


RICHARD H. KIMBALL, President 

















Country Life Has Succeeded in 
Building Security at Low Cost 


Seven years old at the end of 1935 
Total in force will be at or near 90 Million 


Security to policyholders is not a matter of amount 
in total assets, but rather the kind of assets and surplus 
to liabilities. | 


Seven years of no defaults as to interest or principal, 
the while a mortality record sends out a challenge in 
record-breaking low rate. 


Low participating rates on all of our policies are 
not only making friends, but our lapse rate has proved 
that our policyholders like the treatment we give them. 


COUNTRY LIFE 


INSURANCE COMPANY 
608 S. Dearborn St. 
Chicago, Ill. 


L. A. WILLIAMS 
General Manager 
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—a company that is planning perma- 
nently for the future as it takes each 
step carefully during these early years. 


—managed by men who thoroughly know 
the life insurance business and realize 
the trust placed in them by policy- 
holders and agents. 


—a company that has a splendid reputa- 
tion for prompt payment of claims and 
fair, intelligent treatment for all. 


Grow with this aggressive company. 
Write today for details. 


| OLD REPUBLIC CREDIT LIFE 


! INSURANCE COMPANY 
221 N. LaSalle St. 


A friendly, strong 
young company 





































OccipENTAL 


Life Agents work under a 
liberal contract contain- 
ing settlement, volume 


and renewal bonuses. 
& 


OPENINGS ARE AVAILABLE 
for live, aggressive Agencies and Men 


OCCIDENTAL LIFE INSURANCE CO. 


Old Line Legal Reserve Life, Accident, Health 
HOME OFFICE, Los Angeles, Calif. 
V. H. Jenxtns, Vice-President, in Charge of Production 


























reserve basis and surrender values are 
used for both plans. 
A_new contract has been added. It is 
a life policy becoming paid-up at age 
75 and will be issued as participating 
or non-participating as desired. The 
endowment at 85 formerly issued in the 
non-participating department is discon- 
tinued. 
Non-Participating Rates per $1,000 
Spec. Paid- 20 GP. 
Ord. Upat 20 Ye. wna. Bo.20 
Age Life 75 Pay. End. 65 —_ Pay 
15.. $12.20 $12.55 $20.16 $41.42 $14.30 $25.92 
16.. 12.43 12.81 20.45 41.47 14.65 26.27 


55 47.83 53.25 53.25 56.89 28 
56 50.19 55.29 58.59 66.64 
57 52.70 57.46 60.45 
58 55.36 59.78 62.46 
59 58.18 62.25 64.66 
60 61.17 64.89 67.04 
61 64.61 67.97 69.83 





ral’s New Policy 


“Complete Protection” Contract Provid- 
ing Monthly Income to Assured, 
Beneficiary, Is Announced 





A “complete protection” series of new 
policies was announced by the Union 
Central at the White Sulphur Springs, 
W. Va., agents’ convention. These con- 
tracts are retirement annuities maturing 
at ages 60 or 65 for amounts sufficiently 
in excess of the face to guarantee life 
income of 1 percent per month of the 
face, starting at maturity. Either 10, 
15 or 20 year non-participating term in- 
surance is added in amount sufficient to 
pay an income to the beneficiary after 
the assured’s death, within the term pe- 
riod, of 1 percent a month for 10, 15 
or 20 years, respectively, and the face 
amount in one sum at the end of the 
period. 

The unit provides $100 a month in- 
come during assured’s lifetime, beginning 
at selected maturity age, or $100 a month 
to beneficiary if assured’s death occurs 
during the 10, 15 or 20 year term pe- 
riod, with a final sum of $10,000 pay- 
able 10, 15 or 20 years, respectively, 
after assured’s death. If death occurs 
after expiration of the term period, but 
before maturity, face amount or cash 
value will be paid, whichever is larger. 

Values Are Given 


For the contract maturing at age 65, 
values are: Ages at issue 21 to 40, 20 
year term period, commuted value $23,- 
790; ages 21 to 45, 15 year term pe- 
riod, commuted value $21,070; ages 21 
to 50 at issue, ten year term period, com- 
muted value $17,910. Maturity value in 
each case is $13,860. 

For the maturity at 60 policies: ages 
21 to 35 at issue, 20 year term period, 
commuted value $23,790; ages 21 to 40, 
15 year term period, commuted value 
$21,070; ages 21 to 45, 10 year term pe- 
riod, commuted value $17,910. The ma- 
turity value on these three contracts is 
$15,240. 

At end of designated term period, pre- 





= 


mium will be reduced to retirement a 
nuity premium for face amount at om» 
inal age. Policy values are equal to , 
larger than retirement annuity Val 
during the 10, 15 and 20 year term pe 
riod, but the same at and after that 
Paid up insurance is payable in lum 
sum at death of assured; the extend 
insurance if premium payments are dis. 
continued within the term period, js fr 
full commuted value or equivalent jy, 
stalments, provided that in the exte, 
sion period beyond the term period t, 
amont of insurance will be only 
face; if assured discontinues Premiyy 
payments after the term period, th 
amount of extended insurance will ) 
paid—or cash value at time of lapse 
whichever is larger. 

The minimum issued is $2,500 fag 
amount; maximum face amount retained 
by the company is 42 percent of th 
tabular limit for 20 years, 4714 percey 
for 15 year, and 55 percent for the 4 
year plan. The contracts are participg. 
ing. Surplus interest will be allowed q 
the income payable to beneficiary apj 
on income payable to assured during the 
first ten years after maturity. The pr. 
mium rates at quinquennial ages and }. 
lustrative dividends are shown beloy 
(Plans 1, 2 and 3 maturing at age 60 
the 20, 15 and 10 year bases, and Plans 
4, 5 and 6 at 65 on 20, 15 and 10 yey 
bases): ; 


Plan 1 
Prem. o—— Dividends 
1st 20 There- End Year 
ge Years after 1 3 
21 $ 36.30 $29.60 $3.41 $3.67 $3.95 $4.65 
41.3 33.95 3.63 3 5 
30 50.1 41.24 3.90 4.24 4.60 5.59 
35 63.50 51.75 4.22 4.63 5.09 6.4 
Plan 2 
Prem 
Ist 15 
Years 
21 34.76 29.60 3.41 3.67 3.95 465 
25 39.44 33.95 3.63 3.94 4.23 5.01 
30 47.49 41.24 3.90 4.24 4.60 5.59 
35 59.69 51.75 4.22 4.63 5.09 6.4 
40 78.91 67.86 4.60 5.18 5.81 7.74 
Plan 3 
Prem 
ist 10 
Years 
21 33.22 29.60 3.41 3.67 3.95 4.65 
25 37.71 3.95 3.63 3.94 4.23 5.01 
30 45.31 41.24 3.90 4.24 4.60 5.59 
35 56.63 51.75 4.22 4.63 5.09 6.40 
40 4.4 67.86 4.60 5.18 5.81 7.74 
45 104.56 95.11 5.16 6.11 7.13 99% 
Plan 4 
Prem 
1st 20 
Years 
21 $1.39 24.69 3.383 3.54 3.75 4.21 
25 35.16 27.78 3.54 3.78 3.99 4.4 
30 41.68 32.80 3.77 4.01 4.26 4.96 
35 51.48 39.73 4.02 4.31 4.62 5.49 
40 66.40 49.70 4.31 4.67 5.08 6.88 
Plan 5 
Prem 
ist 15 
Years e 
21 29.85 24.69 3.33 3.54 3.75 4.2 
25 33.27 27.78 3.54 3.78 3.99 4.54 
30 39.05 32.80 3.77 4.01 4.26 4.9 
35 47.67 39.73 4.02 4.31 4.62 5.49 
40 60.75 49.70 4.31 4.67 5.08 6.38 
45 81.10 64.93 4.69 5.27 5.94 7.8 
45 81.10 64.93 4.69 5.27 5.94 7.80 
Plan 6 
Prem 
pe 10 
ears 
21 28.31 24.69 3.33 3.54 3.75 4.27 
25 31.54 27.78 3.54 3.78 3.99 4.54 
30 36.87 32.80 3.77 4.01 4.26 4.9% 
35 44.61 39.73 4.02 4.31 4.62 . 
40 56.24 49.70 4.31 4.67 5.08 . 
45 74.388 64.93 4.69 5.27 5.94 Hi 
50 104.69 90.55 5.57 6.49 7.44 9% 





May Change Reserves 


The North American Life of Toronto 
is expected to announce very shortly 
that it will go on a 3 percent reserve 
basis. It is also reported that a similat 
change is being contemplated by t 
Mutual Life of ‘Canada, although no de 
cision has been made. The London Life 
has decided to take no action on the 
question at present, although it has been 
under consideration for some time. 


——— 





IN WRITING ADVERTIS- 
ERS PLEASE MENTION 
THE NATIONAL UNDER- 
WRITER. 
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ph, WITH INDUSTRIAL OFFICES 

luity Value; 

ar term 5 ° - agent Chi No. 3; J. A. Rice, agent 
Bae. thet ashington National Rallies Oldahorn City: ¥. i. ition Gal 
€ in ly Tulsa; J. R. Daniels, superintendent 





agers, Assistant Managers and 
Agents in Various Territories 
Get Together 











the eXtep. 









Period th The Washington National of Chicago 
> Only th conducting a series of regional meet- 
S PremiufR,; for managers, assistant managers 
DETION, the F agents, the first of which was held 
Ce will (MMM French Lick Springs, Ind. This was 





» Gt lapse 





joint session for the central and mid- 
«st divisions which are managed re- 















2,500 face nectively by Vice-presidents C. P. 
nt retaine(iendall and H. B. Kendall. The sec- 
ent of tilm.d meeting was held this week at At- 
Ya percent ntic City for the eastern division, 
for the 4 managed by J. J. Krist, resident vice- 
Participa. MlMesident at Baltimore, and a third con- 
allowed cy lMrence is in session Thursday and Fri- 
iciary anjM™May at New Orleans for the southern 
during thefmvision under C. B. Crawford, division 
The pre Manager. Another meeting will be held 
es and j-Mpct, 8-9 at San Diego for the Pacific 







vn beloyfmmMivision under T. W. Leonard, division 
age 60 on MiMnanager. , 

and Plan fA large home office delegation at- 
d 10 year fended the French Lick meeting, headed 






y President George R. Kendall. In- 
ied in the party were J. F. Ramey, 
ice-president and secretary; C. P. Ken- 






































ah wll and H. B. Kendall, vice-presidents; 
ea 10 Mfeneral Counsel H. N. Lukins, Assist- 
“30 6 nt Vice-presidents J. B. Blandford and 
a i 2 
4.60 55) fy. A. James, Assistant Secretary E. C. 
5.09 6.40 MRockafellow and Special Representa- 
wes H. P. Wisehart, Cincinnati; C. B. 
ee, Charles Hendrickson and Mal- 
olm Caskey all of Chicago, and E. J. 
3.95 465 pchilmiller, Cleveland. 
123 50; Me President Kendall and Mr. Blandford 
ie i) MMattended the Atlantic City meeting. Mr. 
81 a rawford, A. L. Loarie, assistant vice- 
resident, and Mr. Lukins, the New Or- 
ans session, and Division Manager 
Leonard, the San Diego meeting. 
95 465 President Kendall Optimistic 
— ho President Kendall in his talk at 
09 64) MFrench Lick expressed great confidence 
$) (i Bin the future. The year will be the 
: : : , 
best in combined results in the company’s 
istory, he said, there being more as- 
sets and business in force than ever. A 
_ BBiccling of progress and determination 
i 441 Bevas noted. A dinner was held the first 
26 49 Meght, Mr. Ramey being toastmaster, 
62 549 Mand General Counsel Lukins giving an 
8 6.38 MBaddress. Prizes were presented to 25 
leaders in production, five of whom led 
the entire country. 
Among these records were: Manager 
5 4.21 HA. G. Ulmer, Indianapolis, best com- 
; ie bined results in the two divisions; Man- 
3 549 meeger A. B. White, Detroit, who leads 
8 6.38 [the country for net increase in the cal- 
; i endar year; Manager W. A. Case, Cin- 
“ gPcnati, largest net casualty production 
countrywide, and his agent, L. : 
Lewis, individual countrywide leader for 
__. casualty production; Agent J. W. Wil- 
5 A 2m, Indianapolis, country-wide leader 
; 4a¢ [e'0 ordinary; H. K. Wasser, Dayton, O., 
» 5.49 PB leading assistant manager countrywide 
, $a “collections; Manager Preston Wilson, 
9.84 ittsburgh, second leader in combined 


results countrywide. 
Themes of Conferences 


The principal themes of the meetings 
ronto M Were conservation, production and 
iortly ’gency organization. This was the 
serve B frst time agents have been invited to 
milat_ J the sessions, they qualifying, as well as 
r the assistant managers, for attendance. A 
; ‘f softball game between the two divisions 
ie a2 by the mid-west division, 
been mr ecoBnition was also given to other 
, ie whose records were outstanding: 
"a : A. Chappell, manager Cleveland; C. 


Burton, manager Dayton; W. 
pee tewart, agent, Dayton; C. G. 
», Wwerstrom, manager, Louisville: T. 


Andomahue, manager Columbus; O. C. 
Wilkin” Superintendent Detroit; C. S. 
ok json, manager Akron; J. K. Den- 
P- manager Chicago No. 2; S. J. Hay- 
" manager Cairo; J. W. Beeler, 













Chicago No. 2; E. M. Nelson, superin- 
tendent Chicago No. 2; H. Cheatham, 
manager Chicago No. 3, and J. H. Fied- 
ler, manager St. Louis. 





Western & Southern Promotions 


The Western & Southern Life an- 
nounce the following promotions: 

W. A. Dralle, agent at St. Louis- 
North, promoted to superintendent at 
St. Louis-South; C. E. Beam, agent at 
Cincinnati-Central, promoted to super- 
intendent at Cincinnati-Central; H. L. 
Elkins, agent at Indianapolis, promoted 
to superintendent at Indianapolis; D. N. 
Sorrell, agent at Middletown, promoted 
to superintendent at Dayton, O.; S. M. 
Gatlin, agent at St. Louis-West, pro- 
moted to superintendent at St. Louis- 
West; Frede, agent at Fort 
Wayne, promoted to superintendent at 
Dayton, O.; J. M. Duggan, agent at In- 
dianapolis, promoted to superintendent 
at Indianapolis; E. D. Stone, agent at 
Zanesville, promoted to superintendent 
at Zanesville; E. W. Krueger, agent at 
Chicago-Humboldt, promoted to super- 
intendent at Chicago-Humboldt; J. C. 
Kessell, superintendent at Charleston, 
promoted to manager at Wheeling. 

M. G. Wills, agent at Charleston, W. 
Va., promoted to superintendent at 
Charleston; Charles Corenthal, agent at 
Cincinnati-West, promoted to superin- 
tendent at Cincinnati-West. 


Conner ints: tie. Moundsville 


MOUNDSVILLE, W. VA., Sept. 26. 
—tTroy B. Conner of the Equitable Life 
of Washington, D. C., has been pro- 
moted to be assistant manager here 
covering the territory of Cameron, New 
Martinsville, McMechen and Beewood. 
For the past year he has been assistant 
to Manager R. E. Carson of the Wheel- 
ing division. Earl C. Skaggs has been 
transferred to the Washington, D. C., 
division. 


Western & Southern Redivision 


A regrouping of divisional lines has 
been completed by the Western & 
Southern Life, the three divisions being 
under the supervision of S. H. Smith, 
A. O. Payton and J. D. Cassidy, super- 
intendents of agencies. 

In general, Mr. Smith will supervise 
Division “A” including Michigan, north- 
western and central Ohio and eastern 
Indiana; Mr. Payton. will have Division 
“B” including Illinois, western Indiana, 
St. Louis, and Nashville; Mr. Cassidy’s 
territory, Division “C,” will be eastern 
and southern Ohio, Pennsylvania, Cov- 
ington and Newport, Ky., and West 
Virginia. 








C. M. Coffey Is Transferred 


C. M. Coffey, formerly superintendent 
in the Hickory agency, has been pro- 
moted to district manager of the Salis- 
bury agency, succeeding R. S. Rigney, 
by the Imperial Life of Asheville. Mr. 
Rigney will be a special ordinary writer 
at Salisbury. Manager Coffey started 
with the Imperial Life in 1931. 





Send Kessell to Wheeling 


Appointment of J. C. Kessell. for- 
merly Charleston, W. Va., superinten- 
dent, as Wheeling manager is an- 
nounced by the Western & Southern 
Life. He entered the service of the 
company in 1929 at Charleston and 
shortly thereafter was promoted to a 
superintendency. 





Industrial Notes 


E. R. Gross, who has been manager of 
the Nashville district of the Standard 
Life of Jackson, Miss., has been trans- 
ferred to Knoxville, Tenn., as manager. 
L. D. Moltoni, who has been in charge 
of Knoxville, takes charge of the Nash- 
ville district. 


“When Daddy Was 
Called Away” 


This poignant letter came from a Louisiana 
boy in his teens: 


“Your Agent, Mr. J. M. Segura, came to our 
home today. He gave mother checks for the two 
policies my father had in your company. 


“When Daddy was called away, we were left 
with only 20 cents in the house and a family of 
five children. Now with the insurance Daddy left 
us, we can eat and sleep with ease.” 


Lamar Life Fieldmen for 29 years have been 
trained to pay claims promptly “when Daddy is 
called away.” 





LAMAR LIFE TOWER 














Equality of 
Opportunity 








is the basis upon which the [Square 


Agency Contract is founded. | %# 


Automatic 
Promotion 








is provided for the man who 
forges ahead as a personal 
producer or as an agency 
builder or as both. 


For details regarding the [Square 


Agency Contract, address | 4% 


Agency Openings 
in Wisconsin, 


(Gai ‘ didn ifs 
Ohio, Minnesota, 
Tewa. 


: Home Office—Madison, Wis. 

















THE NATIONAL UNDERWRITER 


September 27, yy 


































Opportunity for managers 


Desirable Territory 


FoR qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 
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LIBERTY NATIONAL LIFE INSURANCE CO. 
BIRMINGHAM, ALA. 
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Rockford Life Has a Message for You 


Fe FN A A TT A ET A A A A A ES NT RONEN EE RR A] SL A SA CA SF So A A STN A ee ee 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 

Dear Sir: 


It Concerns Contract Direct 


With the Company 


SEND ME THE MESSAGE 


PTUTTTTTTTETTTTTTTTTET LUPE TLE 
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GENERAL AGENCY NEWS 





A. L. Saltzstein Is Honored 





Milwaukee General Agent of New Eng- 
land Mutual Life Celebrates 35th 
Anniversary of Service 





MILWAUKEE, Sept. 26.—Thirty- 
five years of continuous service as gen- 
agent here for Wisconsin and 
northern Michigan of the New England 
Mutual Life, was celebrated by A. L. 
Saltzstein. Home office officials, 16 
general agents from out of town and 
about 100 agents and employes of the 
Milwaukee agency participated in the 
celebration. President George W. 
Smith of the New England Mutual had 
intended to be present but some last 
minute changes made it impossible. The 
company, however, was represented by 
G. L. Hunt, vice-president; G. S. Hast- 
ings, superintendent of agencies, and 
C. F. Collins, assistant superintendent. 
During the day an agency sales and in- 
struction session was held with Mr. 
Collins in charge. Vice-president Hunt 
and Superintendent Hastings addressed 
the meeting, as did Jerome Saltzstein of 
the Milwaukee agency, together with 
Horace Mecklem, general agent in 
Portland, Ore.; H. A. Schmidt, New 
York, and C. Preston Dawson, New 
York. 

Vice-president Hunt was toastmaster 
at the anniversary banquet. Speakers 
were Wilson Williams, New Orleans, 
who presented Mr. Saltzstein with @ sil- 
ver service from the general agents; 
Earle W. Brailey, Cleveland, president 
New England Mutual General Agents 
Association; Julius H. Meyer, Chicago, 
and Edward W. Allen, New York. J. 
N. Patterson presented Mr. Saltzstein 
with a beautiful leather covered port- 
folio containing individually signed 
greetings from members of the agency. 

In response, Mr. Saltzstein spoke on 
“Thirty-five Years of Retrospect.” Dur- 
ing that time Mr. Saltzstein’s agency 
has sold over $100,000,000 of life in- 
surance and is now serving approxi- 
mately 20,000 policyholders. 





Carson Agency Meets 


The Wisconsin agency of the Equit- 
able Life of New York under Manager 
E. L. Carson held its fall educational 
conference at Elkhart Lake, Wis., with 
W. W. Klingman, agency vice-president, 
as key speaker. W. M. Rothaermel, su- 
perintendent of agencies for the central 
west, gave statistics showing how the 
territory leads in new business. Other 
guests were Managers M. C. Nelson of 
Des Moines; A. M. Embry of Kansas 
City, Mo., F. N. Croxson, Omaha, and 
Ivan Ricks, assistant group sales super- 
visor, Chicago. Manager Carson is 





Traveling Electric Plan 
to Be Used in Display 


The General American Life of St. 
Louis has taken the first step in a new 
field service with the inauguration of the 
first in a series of three traveling elec- 
tric displays. The first display is ap- 
proximately 60 inches long by 42 inches 
high by 12 inches deep, permanently 
built, and designed to be shipped from 
agency to agency. A removable panel 
carries the name of whatever agent is 
using the display at the time. 

The entire piece is so constructed that 
it may. be used in large or small win- 
dows, hotel lobbies, or other spots 
where people pass or congregate. It is 
constructed of wood, metal, and fabri- 
cated board, operated by a single electric 
motor and is shipped in a case all ready 
for installation. 

The other two displays in the series 
—one on accident insurance, and one on 





























income insurance—will be circulated in 
the same manner, 





—.._ 
making a tour of other agencies q 
guest speaker and will return to his o, 
agency in October. 





Patton Agency Meets 


The Columbus, O., agency of ty 
Mutual Life of New York held a fy 
club meeting in Columbus with 40 qu 
ified delegates from 27 counties in x 
tendance. George A. Patton, Manage, 
was in charge of the meeting, } 
meeting closed a two-month conty 
and awards were made to the Winning 
teams. 





Atlantic Life Luncheon 


A luncheon meeting of the W. 4 
Newton, Jr., agency of the Atlantic Li 
is being held in Newark this week. 
G. Richards, home office agency seer. 
tary, will speak. 


The All-States Life, Montgomery, Ak 
will move Oct. 1 from the Bell building 
to a new building at 116 Catoma stregy 
The new location provides room for ¢. 
ransion, Ben Lacy, president, said, 











No Better Territory 
No Better Company 


No Better General Agent's 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE (0. 


W. W. Lang, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 














“Sweetest Income 
in America” 


HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 


Increasing Life writings at the 
same time you sell income pro- 
tection depends on a plan. 


Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter- 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Ocean Casualty ¢o. 
12th Floor American Bldg. 


Cincinnati, Ohio 
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~ NEWS OF LIFE 





ASSOCIATIONS 











a 
NCies as 4 ee ° 
to his fe Civic Activity by Life Men 
Essential, Thompson Asserts 
cs a PONTIAC, MICH., Sept. 26.—It is 
eld OF ty very necessary for the ultimate good of 
th Ay i the life insurance business for underwrit- 
ities Wie rs to gear themselves into the activities 
m 0 we of their respective communities, H. B 
tin anage, Thompson, Detroit, secretary-treasurer 
th 8 Tei \ichigan State Association of Life Un- 
2 CONTR derwriters, told the Pontiac association. 
Wining “The public must be made to realize 


that life insurance is an important pillar 
of the social structure and that insurance 
on men are social and civic minded,” he said. 
The new zoning system of supervision 


h ¢ 
aaa by the officers of the state association is 
week, Rf 2 distinct step forward, Mr. Thompson 
ICY secre declared. He showed how this method 
4 enables the business to present solid front 
in any given community or in the entire 
nery, Ala state on problems that may arise, either 
l building of a local or national character. He dis- 
ma. street cussed the work of the Life Underwriters 
m for ex. - * 333° 
said, Council and praised Commissioner 


Ketcham and his staff for their achieve- 
ments along the line of cutting down 
part-timers and undesirables through the 
agents’ licensing division. 

W. Reeves, Detroit, eastern and 
northern Michigan manager Union Cen- 
tral and zone chairman for this district, 
reminisced of the days 30 years ago when 
agents of competitive companies would 
not speak to each other on the street. 

* * x 

Cleyeland—Henry W. Abbott of the 
Massachusetts Mutual, Pittsburgh, will 
speak Oct. 18 on “Everything About Life 
Insurance Is Tangible.” Hubert Graves, 
head of the school of expression at 
Yale University will be the November 
speaker. 





* * * 

Michigan—The new zone committees 
have been active contacting local asso- 
ciations. E. A. Poat, Equitable of New 
nt’s York, Battle Creek, chairman south cen- 
VICE tral zone, spoke at Jackson; W. M. East- 
cott, Sun, Grand Rapids, chairman south 
west zone, spoke at Grand Rapids; W. S. 
Reeves, Union Central, Detroit, south 
east zone chairman, together with H. E. 


dent P. J. Crandall at Saginaw Oct. 14. 
H. W. Florer, Grand Rapids, general 
agent Aetna Life, has been named chair- 
man of the arrangements for the asso- 
ciation’s convention there next June. 
* * * 

Hickory, N. C.—A local association has 
been formed here with N. B. Black- 
welder, Pilot Life, president; J. K. Cole, 
Imperial Life, vice-president; H. C. Deal, 
Minnesota Mutual, secretary, and Irving 
Bingham, Phoenix Mutual, national 
committeeman. 

* * 

Oakland - East Bay (Cal.) — Commis- 
sioner Carpenter of California, speaking 
at a meeting Thursday, told of the work 
of his department and its desire to co- 
operate with the insurance companies 
and producers. Mr. Carpenter was 
scheduled to speak at the August meet- 
ing but because of a hearing at Sacra- 
mento on the Prudence Mutual Life, it 
was necessary to cancel the engagement. 

* * xX 

Virginia—Another sales congress will 
be held this year in Richmond. The one 
last year was highly successful. W. M. 
Brooks, president state association, and 
J. B. Cary, president Richmond associa- 
tion, are arranging the program. 

* * * 


Richmond, WVa.— Activities were re- 
sumed this week with M. C. Woodward, 
Detroit general agent Northwestern Mu- 
tual Life, as the principal speaker. 

Both Richmond daily papers devoted 
considerable space to an article supplied 
by President J. B. Cary, with reference 
to the movement on foot to abolish part- 
time agents in urban centers of 50,000 
population or more. 

* * * 

Jackson, Mich.—Modern problems of 
the life underwriters were outlined by 
H. W. Florer, Grand Rapids general 
agent Aetna. Claude Nichols discussed 
the place of industrial insurance in the 
sphere of life insurance. 

* * * 

Cincinnati—Prof. Ordway Tead, lec- 
turer personnel administration Columbia 
University, New York, will speak Sept. 30 
on “Leadership in Business.” Professor 
Tead is on the Life Office Management 
Association program, which will be given 
in Cincinnati Sept. 30-Oct. 3. 

*x* * * 
Northern New Jersey—James Elton 











E VandeWalker, Ohio State, and H. B.| Bragg, general agent in New York for 
Thompson, executive secretary, talked at | the Guardian Life, will speak at the 

A Pontiac. Numerous other appearances | opening luncheon meeting in Newark 

C0. are scheduled, including that of Presi- | Oct. 14. 

lexander, 

ssident 


y As SEEN FROM CHICAGO 





Sa FEUER UNIT AMONG LEADERS 
CoE 


The M. A, Feuer unit of the Samuel 

Lustgarten agency of the Equitable Life 

of New York in Chicago to date has 

me paid for more than $1,550,000 of busi- 

ness and has qualified as one of the 

company’s leading units in the country. 

D. G. Abrams, formerly general agent 

of the Peoples Life of Indiana in Chi- 

cago, has gone with the unit as an 
agent, 

* *K * 
AGENCY STARTS COURSE 


A school in life insurance fundamen- 

tals for brokers was started by the Chi- 
cago ordinary agency of the Prudential, 
covering beneficiary clauses, instalment 
options, prospecting and selling, laws 
governing wills, insurance, trusts, 
descent, etc. The course will continue 
lor 12 weeks, being held Thursdays 
from 5 to 6 p. m. Two assistant man- 
agers in the brokerage department, T. 
J. Connell and Robert A. Cameron, are 
m charge of the course under direction 
ot Manager A, Van Goldman. There is 
No tuition fee, interested general insur- 
ance men being invited to attend. 

ee, 
- LIFE STOCKS SELL OFF 


‘ H. W. McKinney of Mathews, Dah- 
in & Co., Field building, Chicago, ob- 
serves that life insurance stocks followed 
pe general trend of all securities over 

€ past couple of weeks and have sold 









I 





On a very small volume of trading. 








Due to the present unsettled condition 
of all markets they are very thin and 
are in a position to react very quickly 
should conditions improve slightly, he 
remarks. 

Par Div. Bid Asked 
Aetna Life ....«: 10 ~—«.60 30 31 
Alliance Life..... | ae 1 2 
Bank. Nat. Life... 10 1.00 11 13 


Central Life, Ill.. 10 aa 10 
Cen. States Life... 5... 1 3 
Colonial Life ....100 10.00 180 200 


Colum. Nat. Life.100 4.00 85 100 
Conn. Gen. Life.. 10  .80 36 38 
Cont. Amer. Life. 10 1.20 27 31 
Cont. Assurance... 10 2.00 39 41 
Farm. & Tr. Life.100 10.00 180 200 


Federal Life ..... | ee 4 10 
Genl. Amer. Life.. 10... 45 as 
Girard Life ...... 10 -40 9% 10% 
Great Nor. Life... 10 ... 7 10 


Grt. South. Life.. 10 2.50 31 35 
Kans. City Life...100 16.00 420 450 


Life & C. (Tenn.) 2 ... 6% 7% 
ACE 2 20 3.90 91 96 
Line. National.... 10 1.20 34 36 
Missouri State.... 10... % 1% 
Nat. Life & Ac... 10 1.20 45 50 
New World Life.. 10  .40 6% 7% 
Northw. National. 5... 11% 13 
Ohio National.... 10 1.00 20% 22 


Ohio State Life...100 10.00 225 250 
Old Line Life.... 10 .60 15 16 


Pacific Mutual.... 1 40 10 11 
Priladelphia Life. 10... 3% 4% 
Provident Life.... 10 .80 10 a 
Baie EEO. én ts:enns 100 14.00 3875 400 
SERANGIONS « v.ccercs 100 16.00 590 610 
Union Central.... 20 1.20 35 “a 
Wisconsin Nat.... 10 .50 13 15 
*x* * 


BRUCHHOLZ MEN LEAD 


Lawrence Kayden has been made 
vice-chairman of the New York Life’s 















OFFERS 


Firs-—LOW COST INSURANCE TO SELL. 
Second—LIBERAL COMMISSIONS FOR SELLING 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 
Every influence helpful, inspirational— 


Reward determined not by chance, by guess 


or by favoritism, but by results— 


The larger the production, the higher the rate 


of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 


The Columbus Mutual 
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Enquire About the 


PERFECT PROTECTION 


POLICY 


The latest and most complete development of 


the Family Income Plan. 


For full details—without obligation—write 


led 
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ft, TE DOMINION LIFE 





ASSURANCE COMPANY 


LANSING - -- - - 80! OLDS Tower Broce 
DETROIT - - - 2724 UNION GUARDIAN BLDG 














western division’s $200,000 Club and 


Strong 





E. S. ASHBROOK 
President 








JOHN H. McNAMARA 
Founder 


eo 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 


Progressive 


Are You Willing to WORK for a Company Which Is Willing to WORK with You? 


PAUL McNAMARA 


Vice-President 
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Rovat Netcueors of America 


@ One of the largest fra- 
ternal benefit societies. 





FORTY YEARS 


Membership 
ik OF SERVICE 
@ Operates home for 
sa dependent mem- Royal Neighbors of America was 
ers. 
ntiateaiih tinaite chartered as a fraternal benefit so- 
$53,487,936. ciety in the state of Illinois on March 


21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$82,674,602. 


of thousands. 

@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


The history of Royal Neighbors of 
America reveals that its fundamental 


Insurance in force principle of twofold service has been 


472,512,851. . ° 

. an outstanding success. This success 

@ Provides free health is reflected in the steady growth of 
service. 


the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 

















THE MACCABEES 


A Fraternal Benefit Association 
For 57 Successful Years 


Writes Legal Reserve Life, En- 
dowment and Retirement In- 
come Insurance on 18 popular 
plans with premiums based on 
the American Experience Mor- 
tality Table, providing for Cash 
Loans, Cash Surrender, Pre- 
mium Loans, Extended Insur- 
ance and Dividends. 





Maintains two Homes for aged 
members, Nursing and Health 
Service, Hospital Beds and pro- 
vides for distressed and dis- 
abled members through a Re- 
lief Fund, all without extra cost 
to the insured. 





Office Building 


Admits Men, Women and Children 
From Birth to Age 60 


Home 


_A practical and successful combination of life insurance protection 
and fraternal service. 


E.. W. THOMPSON 


Supreme Commander 


acay GL. BIGGS 
Supreme> Record Keeper 


DETROIT, MICHIGAN 








Thomas Kociolek is chairman of the 
central department’s $100,000 Club. 
Both men are with the Frederick 
Bruchholz agency in Chicago. 


LINTON TO BE THE SPEAKER 


M. A. Linton, president of the Provi- 
dent Mutual Life, is to be the main 
speaker at-a special luncheon in Chi- 
cago, Oct. 11, under the auspices of the 
insurance division of the Illinois Cham- 
ber of Commerce. This will be a fea- 
ture of the annual meeting of the state 


chamber. Insurance Director Palmer ¢ 
Illinois was originally scheduled to ,., 
the talk. "2 

Mr. Linton, who is an expert on g 
subject, will speak on_ “Social Secu 
Legislation and the Old Age Peng 
Problem.” | 

*x* * * 

William De Wolfe, Chicago gen 
agent and northern Illinois manager ¢, 
the Barkers Mutual at Freeport his 
enlarged his offices in the Midland byjj 
ing, Chicago. He has been ASSociagty 
with the company for 27 years. 7 
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NEWS OF THE FRATERNALS _ 





Change to 4 Percent Basis 





Royal Neighbors Going on American 
Experience Plan for New 
Business Nov. 1 





DETROIT, Sept. 26.—New business 
will be written by the Royal Neighbors 
of America on the American Experience 
4 percent table on and after Nov. 1, 
under provisions of an amendment to 
the by-laws adopted at a meeting of the 
supreme camp here. The new rates will 
not apply to any certificates issued by 
the society prior to Nov. 1. 

Other amendments were adopted, the 
principal one relating to certificates is- 
sued from the beginning of the society 
up to Sept. 1, 1919, before the legal re- 
serve plan was adopted. Under the old 
by-laws such certificates were on the 
renewable term basis, any deficiencies in 
rates being made up from the original 
benefit plan contingent reserve fund in 
which fund the members did not have 
any individual interests or credits. 

Under the new plan adopted, these 
members remain on the term basis, but 
supported by individual reserves and 
with the option of continuing on the an- 
nual renewable term basis after expira- 
tion of the level premium term. 

The amendments do not apply in any 
way to certificates issued after Sept. 1, 
1919, all of which are on the legal re- 
serve basis and supported by full re- 
serves as required by laws of various 
states and requirements of insurance de- 
partments. 


Reeder Appointed Actuary 


J. D. Reeder, of Raleigh, N. C., has 
been appointed full time actuary for the 
Aid Association for Lutherans, Apple- 
ton, Wis., and has assumed: his duties. 
He is a graduate of the University of 
Michigan with fine experience in the ac- 
tuarial field. He was associated with 
Haight, Davis & Haight, consulting 
actuaries, Indianapolis; was manager of 














the research division of the Lincoln Na- 
tional Life for six years; also actuary 
of a southern company for several years 
and actuary of the North Carolina in- 
surance department for about seven 
years. 


Arkansas Fraternal Fight 


The state has filed a reply in chancery 
court at Little Rock to a defense mo- 
tion that John M. Wheeler and Creek- 
more Wallace be barred as special coun- 
sel for the state in suits against frater- 
nals for back taxes in Arkansas. 
Wheeler and Wallace are employed by 
the state of Oklahoma in similar suits. 
The fraternals, in their motion, allege 
that Wallace and Wheeler, are not li- 
censed to practice in Arkansas. 

The state, in its reply, charged that 
the motions represent no real defense 
and that charges made are not supported 
by affidavit or other evidence. 


McGeough Now Recorder 


J. L. McGeough has been appointed 
recorder of the Ancient Order United 
Workmen of Washington. He entered 
life insurance in 1914, in 1920 being ap- 
pointed office manager for the Universal 








ee 


manager. In 1926 he resigned to h 
come field superintendent for t 
Omaha Life, two years later going y 
Tacoma, Wash., where he became, 
field man for the order with which 
is now associated. 





Open House in Sioux City 


Open house was held in Sioux City 
Ia., for 150 members of the Woodme 
of the World and Woodmen Circle ¢ 
Omaha. William Soloman, Des Moines 
state manager W. O. W., and Mis 
Blanche Eakin, newly elected stat 
manager Woodmen Circle, were speak. 
ers, 





The Order of Scottish Clans, Missourj 
fraternal, with executive offices in Bos. 
ton, has been licensed in Indiana. 


George W. Smith to Talk 


George W. Smith, president of the 
New England Mutual Life, will be the 
final speaker at the annual meeting of 
the Association of Life Agency Officers 
and the Life Insurance Sales Research 
| Bureau Nov. 11-13 in Chicago. It i 
customary each year to have the last at- 
dress of the sessions delivered by : 
company president. 

















Stability — Safety 
Performance 


ASSETS 
$13,750,000.00 


CLAIMS PAID 
$1 14,000,000.00 


The Standard Life 
Association 








GEO. R. ALLEN s. S. BATY 
President Secretory 
T. J. SWEENEY 
Treasurer 
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Life of Dubuque, Ia., and in 1923 be- 
coming auditor . and assistant..agency 
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Poor Agents Are Shown 
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Five points of difference between 
good and poor agents were outlined at 
the One-T wo-O Club convention of the 
Continental Assurance in Chicago by 


Superintendent of Agencies D. M. 
Phipps. ‘The good agent visions suc- 
vss and stresses favoring phases, he 


gid, whereas the poor agent fears fail- 
we and recognizes the stumbling fac- 
tors; sees too clearly all the elements 
that might ruin his sale. The good 
agent tells the prospect what he can 
and should buy, but in the case of the 
poor agent it is the prospect who tells 
what he cannot and will not buy. 


Poor Agent Deals Too 
Much in Generalities 


The good agent is concrete and per- 
sonal with his proposal, selling for in- 
stance a policy maturing at age 60 so 
it sounds like a trip around the world. 
The poor agent deals too much in gen- 
eralities, such as a “You ought to have 
an income on retirement” proposal. 

The good agent expects to write a 
quarter million dollars, plans for it and 
does it. The not-so-good agent hopes 
he can have a good year (perhaps $200,- 
000), and later has a good alibi why he 
wrote only $100,000. The good agent is 
willing to pay the price in work, study 
and persistency, constantly striving for 
his goal The poor agent accepts the 
pleasure of the moment, is too late 
starting to work every morning, listens 
too often to the radio, waits until to- 
morrow to see his man and otherwise 
is too easily sidetracked. 

Mr. Phipps made the point that right 
attitude can be as easily cultivated as 
wrong attitude. 


Claypool Introduces Agents 
Newly Qualified in Club 


G. F. Claypool, executive vice-presi- 
dent, was chairman of the first morning 
session, Mr. Phipps afternoon chairman 
and L, L. Johnson, vice-president, pre- 


sided the second morning. Mr. Clay- 
pool introduced new club members, 
there being 35, a record. Some 150 


agents attended. 

Roger W. Somers, Chicago general 
agent, is president of the President’s 
Club and One-Two-O club this year, 
Miss Della Kropp of his agency being 
tunner up and thus the 1935 vice-presi- 
dent. She was president last year. 
The One-Two-O Club meeting fol- 
lowed the annual gathering of the Gen- 
eral Agents & Managers Association at 
which Luther Moor of Dayton, O., re- 
tiring president, presided. He is suc- 
ceeded by M. L. Killion, Canton, O. 
President H. A. Behrens extended 
Welcome, this being the silver jubilee 
var of the Continental Assurance. H. 
W. Dingman, vice-president and med- 
al director, discussed writing and un- 
“twriting. Miss Della Kropp said her 
guiding principle in selling business is 
'o take conscientious care of her clients’ 
interests. “Protect their proper inter- 
ésts and they will call you back for. re- 
peat buys,” she said, “and will refer 
You to their friends. I have had re- 
peated illustrations of this fact.” 


Symposium on. Prospecting 
Foves Highly Interesting 


A three-man symposium on the nec- 
eld! of systematically building a large 
oo of prospects was conducted by 
The C. Lipe, Rockford, Ill; C. E. 

iele, Milwaukee, and M. E. Kaliff, 
San Antonio, 
= of applicants, Mr. Lipe said, the 

Sent must cultivate large fields of 


To obtain a proper har-- 








prospects. All agreed the best pros- 
pects are found among persons who 
have kindred interests with the agents. 
Mr. Lipe finds his most profitable field 
among young college graduates, partic- 
ularly those with athletic tendencies. 
Mr. Thiele is known nationally where- 
ever yachtsmen and horsemen meet, 
therefore he finds his prospects in 
these two classes. Mr. Kaliff is a nat- 
ural entertainer and develops many 
prospects through this avocation. 

Another three-man forum was con- 
ducted by E. H. Danforth, Davenport, 
Ia.; E. L. Grant, manager Chicago In- 
surance Exchange branch, and C. W. 
Elton, Pittsburgh, on ‘Methods of 
Presentation in the Interview.” Mr. 
Danforth stressed family approach and 
benefits to dependents. Mr. Grant is a 
believer in a financial approach, since 
life insurance has proved so unques- 
tionably it is the best investment for 
most individuals in these times. He 
believes this should be the foundation 
of every man’s personal estate. 


Salary Savings Advantages 
Are Subject of Address 


Mr. Elton attempts to adapt himself 
to each prospect to whom he is talking. 
Agents, he said, may become over-sold 
on one kind of policy, so others are 


neglected sometimes to the buyer’s dis? 


advantage. Mr. Elton is enthusiastic 
over the possibilities of employer-em- 
ploye protection, such as salary savings 
insurance. He finds business men gen- 
erally are much interested in helping 
their employes to build their personal 
estates by some such arrangement. 

“It is as important to sell money 
management as it is to sell the money,” 
Mr. Elton said. He is convinced the 
life insurance estate should be arranged 
so that only enough lump sum for set- 
tlement is left to take care of cash 
items falling due. The policyholder has 
the obligation of continued support of 


his family which is not discharged 
merely by leaving a lump sum of 
money. 


Life Insurance Superior 
Way of Administering Funds 


Mr. Elton said there are several ways 
to leave money—by an individual trus- 
tee, a trust company or a life insurance 
company to handle the funds. The first 
two plans have various disadvantages. 
He emphasized that a life company in 
managing the funds is in the position 
of a debtor, not a trustee. There is a 
definite contract and the life company 
is always responsible for the principal, 
whereas the individual trustee or trust 
company are not liable for loss of prin- 
cipal through market depreciation, nor 
for failure to show an earning. The 
arrangement such as under settlement 
options in the life insurance contract 
cannot be duplicated anywhere clse in 
the world, Mr. Elton said. 

Another advantage is that life com- 
panies will manage an estate as small 
as $1,000, whereas trust companies as 
a rule have a minimum limit of $25,000. 
Mr. Elton believes a person is foolish 
to leave any less sum than $25,000 in 
the care of a trust company for the 
costs, he said, are so heavy the princi- 
pal will be used up. 

Get a prospect to think of his life 
insurance in terms of income, he said, 


-and there will be much better chance 


of. selling him. He made another im- 
portant point. when he said the federal 
old age pension plan under the social 
security act would not pay the pros- 





pect’s wife a pension if he should die 
before reaching age 65. He suggested 
urging people to provide their wives at 
least $25 per month surely through life 
insurance settlement options. 

R. H. Ludwig, St. Joseph, ‘Mich., 
head of the Lions club in that state 
this year, discussed the need for flexi- 
bility of contracts, due to future trends. 

The annual banquet, preceded by a 
reception in the Edgewater Beach ho- 
tel, with President Behrens doing the 
honors, was addressed by C. Mes- 
senger, chairman of the Oliver Farm 
Equipment Company, president Chain 
Belt Company and director Continental 
Assurance; and also Insurance Director 
Ernest Palmer of Illinois. Mr. Mes- 
senger gave an inspirational talk on 
what insurance has done for America 
in the depression and the part it may 
play in returning the country to pros- 
perity. 

Mr. Claypool concluded the program, 
expressing appreciation to the agents 
for the 1935 production, which was 25 
percent ahead of last year. 


Mass Production Is Theme 
of Vice-president Johnson 


Vice-president Johnson talked on 
mass production as found in group in- 
surance, wholesale and salary invest- 
ment insurance, whereby a preliminary 
sale of the employer permits an employe 
to buy protection on a budget basis at 
minimum cost. “If the social security 
act remains a part of our national life,” 
he said, “it will have a profound effect 
on the future of our business, an effect 
which so far as I am able to determine 
now will be tremendously beneficial to 
legal reserve life insurance.” 

He said the amount of death bene- 
fits and old age retirement benefits paid 
under the act are admittedly so small 
it will be incumbent on the average man 
to supplement the benefits by individ- 
ual savings and thrift programs. Em- 
ployers will be required to set up ma- 
chinery to deduct the federal income 
tax provided to fund the social security 
program. : 

“Such machinery having been set 
up,” Mr. Johnson said, “it should not 
be difficult to convince employers that 
the same machinery can be used to heln 
employes supplement their savings 
under the social security act by the pur- 
chase of life insurance and annuities 
under the salary investment plan.” 

At the end of the convention leading 
producers, with President Behrens, Ex- 
ecutive Vice-president Claypool and 
Superintendent of Agencies Phipps 
started on a trip of the President’s 
Club to Bermuda, mainly by water. 


Follow Up Policyholder, 
Write Many Other Cases 














Two representatives of the Canada 
Life Montreal organization have demon- 
strated the value of following up an old 
policyholder with a view to securing fur- 
ther business. One man sold a policy 
for $1,000 in 1919, which proved to be 
but the first of 14 policies placed on 
members of the same family, for a total 
amount of $44,500. Not only was this 
agent responsible for placing all the fam- 
ily’s insurance with the Canada Life, but 
through the service given them, he se- 
cured leads that ended in the placing of 
two policies on the life of a business 
partner of the policyholder, and one on 
the life of a sister-in-law. 

Thus a total of 17 applications was the 
result. of following up the one $1,000 
policy placed in 1919. 

The other agent placed 15 policies for 
a total of $55,000 upon the lives of mem- 
bers of one family by the same process 
of keeping in touch with a former 
policyholder. 
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WINDSOR SALES THOUGHTS 


More than 100 life underwriters at- 
tended the first annual sales congress of 
the Windsor Life Underwriters Associa- 
tion and heard some effective sales ad- 
vice. 

“I believe that life insurance is the 
ultimate in investments,’ said Frank 
Robinson, Montreal manager Mutual 
Life of Canada. “It is the thing that 
man needs more than anything else to- 
day against the uncertainties of life. 
We realize that there are 78 major calls 
upon a man’s earned dollar. We seek 
to secure a share of that dollar so that 
we may return it to him or to his fam- 
ily when it is most needed.” 

Mr. Robinson listed seven classifica- 
tions of prospects. He advised the 
agents to avoid the “brooder” and the 
mental “cripple” and not waste time 
nursing such prospects. 

The successful producer must first of 
all have a sincere belief in the value 
of life insurance, G. Fay Davies, Lon- 
don, assistant general manager Northern 
Life, said. The optimist is the man who 
sees opportunity in every difficulty, and 
the pessimist is he who sees difficulty in 
every opportunity, he asserted. A study 
of failures in the business over many 
years leads him to believe that most men 
fail because they have the wrong men- 
tal attitude, he said. These men con- 
vince themselves that there is no busi- 
ness to be had and so do not expose 
themselves aggressively to good pros- 
pects. 

“Figures show that 84 percent of the 
people are ‘broke’ at 65,” said R. T. 
Boyes, Toronto, western Ontario super- 
visor Excelsior Life. “This is a crying 
indictment of our mode of life. The sim- 
ple way to provide against such con- 
tingency is to take a small share of the 
earnings during the productive years to 
provide for the latter years. Nothing 
accomplishes this as well, as cheaply 
and as securely as life insurance.” 

*k * * 
STRESSES INCOME PLAN 


The importance of selling income in- 
surance was stressed by G. H. Schu- 
macher, Cleveland, Masaschusetts Mu- 
tual Life agent, before the Pittsburgh 
Life Underwriters Association. The 
great foundations for the aged and the 
infirm, the various industrial pension 
plans and government programs all 
provide for benefits in the form of in- 
come. lump sum settlement is a 
blunderbuss which makes a big noise 
on discharge and leaves nothing but the 
smoke, he explained, while life income 
is a machine gun that continues to pour 
round after round into the forces of dis- 
pair. He explained clearly how the life 
income gives the confidence, the seren- 
ity and the joy of living that comes only 
with the continued ability to bring the 
comforts of living to the doorstep. 

ee 4 
MUST ASSUME RESPONSIBILITIES 


Ralph G. Engelsman, Penn Mutual 
Life, New York City, says there are life 
hazards and death hazards confronting 
everyone. They should be carefully in- 
ventoried. It is up to the man assum- 
ing responsibilities to take care of these 
hazards and not be cowardly enough to 
pass them on to his wife or children. 
He should take care of them so far as 
he can through life insurance or other 
mediums. 





George V. Gace, New York Life 
agent in Jackson, Mich., and prominent 
in associational circles, has resigned to 
enter the newspaper. business. Mr. 
Gregory served as president of the Jack- 
son Association of Life Underwriters in 
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CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 
114 Sansome Street 437 So. Hill Street 




















SAN FRANCISCO LOS ANGELES 
ILLINOIS 
J. C. Cameron W. W. Chambreau 


CAMERON & CHAMBREAU 
Consulting Actuaries & Taz Consultants 
111 West Monroe Street, Chicago 
Organization, Management, Pensions, 
Agency Planning, Federal Tax Work. 
Washington Office, Shoreham Bldg. 

















DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 











INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 











MISSOURI 


ALEXANDER C. GOOD 
Consulting Actuary 
Central Missouri Trust Company Bldg. 
Jefferson City, Missouri 











NEW YORK 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 




















Established 1865 by David Parks Fackler 
FACKLER and BREIBY 


Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WEST 40TH STREET NEW YORK 














Woodward and Fondiller, Inc. 
Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
Consulting Actuary 








Fred E. ieee. P. A. 
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Federal Trends 
in Insurance Seen 


(CONTINUED FROM PAGE 1) 


cations for license and to see whether 
they are qualified when this should be 
the province entirely of the companies. 
Because some companies are unwilling 
to do the right thing, all are burdened 
with supervision. 

In speaking of the house bill before 
Congress that attempted to bar the 
mails to companies operating in states 
where they were not licensed, Superin- 
tendent Marshall complimented Con- 
gressman Hobbs of Alabama for fight- 
ing for the bill in season and out. 


Social Security Program 


Mr. Marshall said that many states are 
in the process of forming plans for 
carrying out the provisions of the social 
security program. He feels that the 
social security act will benefit all insur- 
ance salesmen. For instance, it will be 
much easier to sell some af the casualty 
and fire coverages when the prospect 
knows that regardless of layoff he will 
have some income. Workmen will have 
some assurance that they will have tide- 
over money. He said the government 
proposes to reach out and help those 
who need help. It is admitted, he said, 
that only the government can under- 
take certain types of insurance. No 
private concern would undertake the 
program of unemployment insurance, for 
example. 

Superintendent Marshall said that un- 
doubtedly there will be some sort of 
federal regulation of insurance. He 
thinks the business needs it. He does 
not see, however, no matter how far he 
attempts to look into the future, a com- 
plete absorption of the business by the 
governmient. 


N. Y. U. Degree Course 
Is Launched Auspiciously 








(CONTINUED FROM PAGE 1) 


social well-being of the American peo- 
ple; and second, that those men and 
women who wish to follow the inter- 
esting and lucrative careers which are 
offered by the several specialized vo- 
cations which are offered within the in- 
stitution of insurance must equip them- 
selves to render to the public a truly 
professional service.” 


Other Speakers Are Heard 


Other speakers were Chancellor 
Chase and Dean J. T. Madden of the 
university’s school of commerce, ac 
counts and finance. Also present from 
the university were Dean A. Welling- 
ton Taylor of the graduate school of 
business administration; Controller L. 
E; Kimball and Professor Raymond 
Rodgers, secretary of the school of 
commerce, 

Beside Mr. Parkinson and Mr. Hull, 
home office and association officials in- 
cluded President Carl Heye of the 
Guardian Life of New York; Vice-presi- 
dent F. L. Jones of the Equitable of 
New York; Vice-president F. Phelps 
Todd, Provident Mutual, president 
Home Office Life Underwriters Asso- 
ciation; Second Vice-president H. E. 
North, Metropolitan Life, chairman 
Life Agency Officers Association; Third 
Vice-president C. G. Taylor, Jr., presi- 
dent Insurance Society of New York; 
Dr. Chester T. Brown, medical director, 
Prudential; S. H. Ackerman, assistant 
secretary, Manhattan Life; Vincent P. 
Whitsitt, general manager, Life Presi- 
dents Association; F. L. Rowland, ex- 
ecutive secretary, and C. K. Blackburn, 
educational secretary, Life Office Man- 
agement Association, H. G. Kenagy, 
manager, Life Insurance Sales Research 
Bureau. 

Field men included J. S. Myrick, 
manager, Mutual Life of New York in 
New York City; C. D. Connell, general 
agent, New York City, Provident Mu- 
tual Life, and president, New York 
State Life Underwriters Association; G. 
B. Dorr, president New York City As- 








C.L.U. NEWS 


CHICAGO MEETINGS SCHEDULED 


Officers and directors of the Chicago 
C. L. U. will meet Oct. 9 at a luncheon, 
President Frederick Bruchholz has an- 
nounced. A social meeting will be held 
Oct. 18 at the Hotel Sherman. 

* * * 
TAX TALK AT INDIANAPOLIS 

Milton Elrod, Jr., legal editor R. & 
R. Service, will address the Indianapolis 
C. L. U. chapter Sept. 27, on “The 
1925 Federal Tax Law. Two new mem- 
bers will be welcomed at this meeting— 
E. H. Lowe and W. A. Clabaugh. I[n- 
dianapolis life underwriters have a 
choice of two C. L. U. courses this 
year—one conducted by Butler Uni- 
versity and the other through an ex- 
tension course of Indiana University. 











sociation; Ben Alk, president, New 
York City Chapter, C. L. -U.; LL. G. 
Simon, chairman educational commit- 
tee, New York City association; James 
Elton Bragg, manager, Guardian Life of 
New York; T. M. Riehle, manager, 
Equitable of New York and immediate 
past president, National association. 


Annuity Digest Clarifies 
Retirement Contract Terms 





The maze of titles applied to retire- 
ment contracts is clarified by the 1935 
Annuity Digest just published by the 
National Underwriter Company, Al- 
though insurance people are able to rec- 
ognize ordinary life, 20 payment life, 
endowments, etc., by their titles which 
have become _ standardized through 
years of use, this is not true of retire- 
ment forms. The several forms of an- 
nual premium annuity contracts, and 
combinations of life and annuity often 
carry names which have much more 
sales appeal than descriptive power. 
Some titles have a very definite sales 
appeal such as guaranteed retirement, 
life income endowment, old age pen- 
sion, income for life, personal income 
and retirement funds. 

One company will use the title of 
endowment annuity to designate a 
contract carrying $1,000 insurance to 
maturity and life income thereafter. 
Another will use the same name for a 
contract which carries no insurance fea- 
ture other than return of premiums. Re- 
tirement annuity is generally understood 
to mean that death benefit prior to com- 
mencement of income is limited to re- 
turn of premiums or cash value, while 
retirement income indicates a combina- 
tion of life insurance and deferred an- 
nuity. However, in the Annuity Digest 
these titles are exactly reversed in some 
instances, 

The new Annuity Digest analyzes 
each contract in addition to quoting 
rates, values and dividends if any. This 
allows the agent to meet compctition 
intelligently. 

Selling singly at $3, or less in quanti- 
ties, order for the new Annuity Digest 
should be sent directly to the publica- 
tion office, The National Underwriter 
Company, 420 E. 4th St., Cincinnati. 


To Make Recruiting Survey 


Donald G. Mix, assistant superintend 
ent of agencies of the State Mutua’ 
Life, will take a leave of absence for 2 
year or more from his home office du- 
ties, and enter the Joshua B. Clark gen- 
eral agency in Boston to make an ex- 
haustive survey of recruiting. 

Mr. Clark’s office, which will be used 
as a laboratory for this work, is one of 
the largest agency organizations in the 
company. Later, it is expected that the 
practices developed will be extended tc 
other agencies of the company. The 
whole program is in line with State Mu- 
tual’s belief that practical work with fielc 
problems is an important part of the 
equipment of its agency department 





executives. 
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Common 


A man away from home on busi- 
ness is interested in restful sleep, | 
good food, attentive service, and 
facilitation of his business so he caf” 
get home as soon as possible. 


We meet such men on commot 
ground, for it has been our privilege 
for more than two generations t0 
provide tired men of affairs with 
cheerful rooms and soft beds; to sé 
as excellent a table as the country 
affords; and to attend with courtesy | 
to the slightest wish of every guest 
All our rooms have private bath, 
shower, and_ circulating  ice-watet. 
Plenty of singles at $3. 


We are most convenient to 
Boston’s insurance district. 
*% 

Glenwood J. Sherrard j 
President & Managing Director 









